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Guaranteed 
Price 


This is one sure way to 
take new homes out of 
price competition, says 
this New England dealer. 
Here is how he does it. 
Pages 44-45 
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now, in power tools, too, 


Remington. 


it’s right for you 


it’s right for 
your customers 


anyway you ook at ¢ ... Remington's Mall Tools are right for everybody...right for every job! 


Never before such an opportunity! 

Now, the famous Remington name—known for quality in sporting 
firearms and ammunition for 141 years—is associated with a complete 
line of well-established, precision-built power tools 

Just think what that means to you in power tool sales! Build profit- 
able new business now by offering the complete Remington line of 
Mall Tools. The market is tremendous because Mall Tool Company, 
Division of Remington Arms Company, Inc., builds power tools for 
every need—farming, industry, construction and home workshops 

A hard-hitting advertising campaign in 30 publications with a total 
circulation of 20 million will bring customers into your store—pre- 
sold on Remington! Better have a representative stock on hand. Don’t 
delay! Just fill out the convenient coupon. 


Remington 


® MALL TOOL COMPANY 


Division of Remington Arms Company, Inc. 
25000 S. Western Ave., Park Forest, lilinois 


Belt and Orbital type sanders for . Electric Drills in many capac- 
sanding with or across grain ° ties. Precision-built 


Specifications subject to change without notice 


MALL TOOL COMPANY, Division of Remington Arms Company, inc. 
Dept. B14A, 25000 S. Western Ave. + Park Forest, lilinois 


Please send complete information on your power tools with addres: 


of nearest distributor. 
Name_ 
Address ow hs ieeincgeegnat isaac 


Chey. __.Zone_ State 
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Build More Sales Volume with the 


endavrsa\ie\ “eokage 


Package selling is profit selling—you can sell more woodwork 
faster by merchandising the Ponderosa Pine Woodwork Package* 
than by any other means. Frankly, we’re telling your customers— 
consumers and builders—why it pays to patronize you. All you 
have to do to cash in on this story is to promote and sell all the 
Ponderosa Pine Woodwork items your customers need as the 
Ponderosa Pine Woodwork Package. 


You’re the source for all these items... so you’re the logical one 
to promote them. We're telling consumers what Ponderosa Pine 
Woodwork is, where it is used and where it can be purchased... 
at your yard . . . so cash in with the Ponderosa Pine Package, now! 


| 
(dy 
“4 a. 
ANG, 
ata 


¥ 


———— 


‘ J tz 

The Ponderosa Pine Woodwork Package... “‘Beauty Spots that 
Endure”. . . consists of windows, panel doors, combination doors, louver 
doors, cabinets, mantels, entrances, moulding and trim .. . all made from 
PONDEROSA PINE. 
See Ponderosa Pine Woodwork Nationally Advertised in The Saturday 
Evening Post and Living for Young Homemakers as well as leading 
builder publications . . . consistently throughout 1957. 
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SELL THE WINDOWS WITH THE SEAL OF QUALITY 


Mf QUALI Ts - SN APPROVED \y/) 
‘74? FABRICATOR ‘ “4 NO. 000 “F¥ Ps 








American ‘wo08 i WINDOW Institute Vii 


CONFORMS - UNITED STATES COMI S$ 








The American Wood Window Institute Seal 
on the windows you install is your customer's 
assurance that the windows are: 
® Correct in design ®@ Preservative treated 
® Properly constructed ® Properly balanced 
® Made from carefully | @ Efficiently weather- 
selected kiln dried stripped 
lumber 
and that the windows conform to United 
States Commercial Standards. 


WOODWORK 
105 W. Monroe St., Chicago 3, Illinois 


An association of Western Pine producers and 
Woodwork manufacturers 
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lumberman with a storage problem. 
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How good markup and a variety of uses make protective 
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besides just lumber protection. 
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Guaranteed price for a complete house package lures 
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Kentucky lumberman's store traffic jumps 300 people a 
week after the opening of a Town Meeting Room. 


AL Dealer Pointer Roundup 48 
Countrywide roundup of proven dealer tips to increase 


sales, efficiency and build goodwill 


Stairway to More Profits 50 
Timely tips on how to sell disappearing stairways at a 


big profit. 


Idea-A-Minute 
Dealers all around the country offer idea 
helped boost their business and prestige. 
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ADVERTISED 


gives you the 


biggest slice of the 


do-it-yourself dollar 


The popularity of home-improvement proj- 
ects keeps on growing— giving you greater 
selling opportunities. 

Your do-it-yourself customers, and the 
people who call in professional help, will 
be buying more products and materials in 
this field—and they will want LIFE-adver- 
tised brands. 

Here’s why! LIFE brings advertising 
for home-improvement products to more 
people than any other weekly magazine. In 
13 weeks, LIFE reaches 3 out of 5 house- 


And LIFE carries local impact: it pre- 
sells your prospects, in your neighborhood, 
brings them to your store. 

Your customers arrive pre-sold on spe- 
cific LIFE-advertised brands. Show them 
you sell the products they want by iden- 
tifying these products with the ‘‘Adver- 
tised -in- LIFE” symbol. It’s a_ great 
sales aid! 

Write LIFE’s Building Merchandising 
Dept., 9 Rockefeller Plaza, New York 20, 
N. Y., for complete information on how 


holds in the average community. ‘‘Advertised-in-LIFE” can work for you. 


Audience source: A Study of the Household Accumulative Audience of LIFE. 
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PEOPLE RESPOND TO 
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| NEWSCAST 
LATE AND IMPORTANT Developments of the Industry 


ONE MILLION STARTS OR ELSE! 
If housing starts during the early part of 1957 rall below the magic 
one million annual rate, the Federal Reserve Board anticipates a terrific 
¢lash with government housing officials and the building industry. 
It's increasingly clear that demands for funds by business show no signs 
of easing off. On the contrary, money and credit are about to be tightened 
a bit more. There is every indication that insuring sufficient funds to finance 


one million homes a year will not be an easy job. 


NOVEMBER HOUSING STARTS DIP. 
_ Housing starts in November declined to 80,000 units, the lowest total 
for that month since 1951. A total of 1,055,000 dwelling units were placed 
under construction during the first 11 months of 1958, a 15% drop below the 
Same period in 1955. 

- Remodeling activity, however, continues to gain. There are indications 
that total 1956 expenditures will reach $17 billion and a further gain of $1 
billion is anticipated this year. 

Home maintenance and repair accounted for $6.5 billion in 1956, a gain 
. Of around $600 million over 1955. Reports continue that there has never been 

Such a severe shortage of contractors and skilled mechanics ready to handle 
repair and remodeling jobs. It seems like everyone wants to build new houses, 
few want to finish-off Charley's expansion attic. 


BRICK HOUSES GAINING IN POPULARITY. 

Marked gains in sales of brick houses relative to total units built took 
place last year, and brick suppliers are pushing strongly to further expand 
their share of the total market in the years ahead. 














Last year 38% of the single family houses were built of brick, according to 
the Structural Clay Products Institute. This compares with 35% in 1955. By 
regions, brick is being sold for 22% of the houses in the northeast...51% in 
the south and north central and 16% in the west. 





FREIGHT RATE INCREASES IN EFFECT. 

Interstate Commerce Commission's recgpnt approval of emergency freight rate 
increases of 7% for eastern and 5% for western railroads are now in effect. Also 
approved were several “hold-downs" for certain products. Lumber was granted a 
reduction of 6¢ per 100 pounds and millwork was given 7¢ per 100 pounds. 
Hearings in behalf of southern railroads are being held and a similar schedule 
with a 7% hike is anticipated. 


INFORMATION ON TRADING STAMPS. 

A new, clear government survey is now available showing how they help, 
Sometimes hurt business. A leaflet available from the Department of Commerce, 
Washington, D.C. for 10¢ tells how to use them, both the good and the bad about 
stamp plans. 

Postage stamps, incidentally, are now being used by some stores in lieu 
of trading stamps. The post office says it's legal. Usually a 3¢ Stamp is given 
for each $1 purchased. 


APPLIANCE PRODUCERS BOW TO DEALER FOR BUILDER SALES. 

Lumber dealer will benefit from wave of "distribution policy" declarations 
recently made by almost all big appliance manufacturers, clamping down on 
distributor or direct sales to builders unless 50 or more units of same type 
are purchased and installed by builder in six-month period. 

Manufacturers insist that they will enforce this policy because they want 
retailers to sell and service the 100,000 small and medium-sized builders 
with built-ins. The lumber dealer, rather than the small appliance retailer, 
re first opportunity and the know-how to grab this builder appliance 

siness. 











(news continued on next page) 
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Launch 1957 OHI Campaign 


Launching of the 1957 OHI cam- 
paign took place at the first National 
Home Improve- 

ment Congress 

held in Tucson, 

Ariz., recently. 

Over 100 delegates 

from the building 

and financing in- 

dustries met with 

delegates from 

local OHI cam- 

paigns to plan the 

future expansion 

of the home improvement market and 
to hear a message from Albert M. 
Cole, housing administrator. Tucson 
was chosen because it has an active 
local OHI campaign that resulted in a 
60% increase in remodeling activity. 

The month of May was formally de- 
clared as National “Better Your Liv- 
ing” Month. OHI directors are urging 
all in the building and lending indus- 
tries to go all out during May to bring 
the advantages of modern living to the 
American homeowner. 

John R. Doscher, executive director 
of OHI, told delegates that one of the 
major factors contributing to the suc- 
cess of the OHI program is the decline 
in new home building. “Dealers and 
contractors who formerly were too 
busy building new houses are now be- 
coming active in remodeling work. The 
federal government and industry agree 
there is more than enough work 
in remodeling to keep the construction 
industry busy and expanding to meet 
the housing boom of the 1960’s. To- 
day, 25 million houses are over 25 
years old.” 

Doscher stated the majority of post- 
war houses, which were built to sell at 
the lowest price possible, are also in 
the market because they are too small 
for today’s larger families. 


Raise Plywood Prices 

Fir plywood prices, which tumbled 
in 1956 to a seven-year low of $67 a 
thousand square feet, now appear fair- 
ly well established at $72. This level 
was set in new price lists sent out by 
Georgia-Pacific, Long-Bell div. of In- 
ternational Paper, Simpson Logging 
and U. S. Plywood. But mill shipments 
at the $67 price will continue, in some 
cases, for several weeks on business 
previously booked. 


NEWS in BRIEF 


KITCHENS WITH CHARM FOR 1957 


Lumber dealers will appreciate the 
1957 display kitchens unveiled by ma- 
jor appliance manufacturers. With 
only a few exceptions, the new designs 
feature the warmth of wood paneling, 
and other warm textures. 

In two of three display kitchens ex- 
hibited by Hotpoint, for example, ex- 
posed wood beams and rustic wood 
flooring are used, accentuated by 
colored built-in appliances in soft 
tones. 

This kitchen trend is in harmony 
with the current emphasis in house de- 
sign toward “living-room kitchens” 
and adjacent “family” rooms. 


According to spokesmen for major 
appliance manufacturers, sales atten- 
tion to home builders will continue and 
probably increase, despite some pro- 
tests from department store and oth- 
er appliance retailers. Most major ap- 
pliance producers now have a recog- 
nized plan for lumber-dealer sales to 
builders. 

An official of one of the smaller 
built-in appliance manufacturers told 
American Lumberman that his com- 
pany is considering removing its dis- 
plays in the Merchandise Mart in Chi- 
cago, because “our business potential 
today lies with the lumber dealer and 
home builder.” 





Industry Sprouts in South 


The lumber industry in the South, 
which languished until a few years 
ago, is expanding rapidly as a result 
of increasing paper production in the 
area, reforestation and_ industrial 
boems in many communities. Despite 
a decline in home building, which re- 
duced lumber output for the nation as 
a whole last year, output of Dixie 
mills equalled, or slightly exceeded, 
1955’s 12.7 billion feet. Total U. S. 
production was down about 3%. 


Home Starts Could Fall 20% 


Housing starts this year will drop 
to around 900,000 from 1.1 million in 
1956. This prediction was made by 
a group of 40 home builders, all mem- 
bers of the National Association of 
Home Builders, who discussed their 
1957 plans with government housing 
and monetary officials. Difficulties in 
obtaining mortgage financing at terms 
and prices suited to the market were 
given as the main reasons for this 
year’s expected decline. 

Besides stringent credit conditions, 
the builders said rising land and ma- 
terials costs also would make new 
homes more expensive for purchasers 
this year. The builders predicted that 
most of the expected 20% decline 
would come in medium-priced homes. 


TIGHTEN ALUMINUM WINDOW STANDARDS 


3uyers of FHA-insured homes are 
now guaranteed additional protection 
on their investments by the agency’s 
adoption of new, tighter standards for 
aluminum windows, including specifi- 
cations of the Aluminum Window 
Manufacturers Association. FHA has 
notified its field offices to require com- 
pliance with the new standards be- 
ginning March 1. 

Manufacturers of aluminum win- 
dows used in FHA-insured homes 
must, after March 1, certify that their 
products meet both FHA and AWMA 
specifications, according to FHA Use 
of Materials Bulletin No. UM-23. 
Compliance may be by certified tests 
or by a certification by the manufac- 


turer that a particular window type 
has been tested by an independent 
laboratory and complies in all respects 
with the applicable specifications. 
Manufacturers, however, are not re- 
quired to be members of the associa- 
tion or to have executed the AWMA 
licensing agreement for use of the as- 
sociation seal. 

According to Robert Klein, presi- 
dent of AWMA, “Our specifications 
cover quality of materials, construc- 
tion, strength of sections and mini- 
mum air infiltration requirements. 
They provide protection for all per- 
sons who specify, buy or build with 
aluminum windows.” 


New NRHA Training Course 


A $165,000, 15-volume correspond- 
ence course designed to help retail 
hardwaremen ; 
serve their cus- 
tomers better is 
being launched by 
the National Re- 
tail Hardware As- 
sociation, accord- 
ing to Russell R. 
Mueller, manag- 
ing director. — 
than 1,000 ad- 
vance registra- Mueller 
tions have been received for the ad- 
vance course in hardware retailing, 
which was prepared by the association 
under the auspices of the Indiana 
University School of Business and 
partially financed by 25 hardware- 
housewares manufacturers. 

Two years of planning, 18 months 
of writing and editing and gathering 
material culminated recently with a 
conference at NRHA headquarters in 
Indianapolis, with representatives of 
the 25 sponsoring manufacturers and 
14 hardware retailer NRHA directors 
for final review of the course. Text 
books will be released on March 15. 
Dr. Albert Haring of the University’s 
Marketing Div. supervised the aca- 
demic preparation of the course and 
Indiana University staff members will 
grade students’ test papers. 

Manufacturers, retailers and whole- 
salers alike cooperated with the NR- 
HA and the University’s educational 
consultants in compiling the necessary 
authoritative product information and 
salesmanship and merchandising in- 
structions included in the _ course, 
which comprises four management 
volumes and 11  product-knowledge 
volumes, 


Gypsum Prices Hold 


Gypsum producers hold prices de- 
spite slack demand. U. S. Gypsum, Na- 
tional Gypsum and Bestwall Gypsum 
are cutting production rather than 
prices. Most mills have been operat- 
ing at about 80% of capacity since 
home building turned downward last 
summer. 

(News continued on page 12) 
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YOURE ON 
NATIONAL NETWORK TV 


with these 2 great products— 


NU-WOOD tile and BALSAM-WOOL insulation 


IT'S EXCLUSIVE...IT’S NEW 


NU-WOO0D 


TILE WITH PAINTED BEVELS 


% greater beauty than ever before 
% no unfinished joint lines 
% upgrades any tile job 
PLUS THE NEW ALL-PURPOSE 

JOINT FOR QUICK, EASY 

4-WAY APPLICATION 
* Nu-Wood clips * Staples * Nails 
* Adhesives 


Available in 
Sta-Lite LIGHT-REFLECTIVE Tile 


and Random Pattern 
Acoustical Tile 


DESIGNED FOR THE MODERN HOME 


BALSAM-WOOL 


SEALED INSULATION WITH 
REFLECTIVE LINERS 


% especially developed for air conditioning 
economy... greater summer and winter comfort 


% exclusive spacer flanges position blanket for 
maximum efficiency...allow proper air spaces 
on each side of blanket 


% a completely sealed blanket insulation 


SOLD UNDER A MONEY-BACK 
ATTIC GUARANTEE 


BY LUMBER DEALERS ONLY 


SEE YOUR 
RETAIL 
LUMBER DEALER 
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NBC-TV 
in the 
morning 


the lumber \. | y today 


dealer La Dave Garroway 


WORKS MORNING...NOON...NIGHT around the clock! 


Week after week—throughout the day—millions will into your prospect’s home to sell Balsam-Wool, 
see these great popular shows. And every Wood Con- Nu-Wood anda host of related building materials both 
version show will bring YOU, the lumber dealer, right for new construction and remodeling. 


Plus A PROMOTION 
LIS LIKE THIS 
\ Pl HS No other manufacturer of 


building materials has ever 
offered the lumber dealer 
grade television with in- 
Not only in the home, but in your own store, your own yard, this Wood Conversion tensive, local tie-in help. 
Company promotion ties you completely into the picture. Wood Conversion Com- Popular TV talent... 
pany does a complete job in bringing the prospects to you—and helping to sell °* famous “name” person- 
them after they get there! ages...tell your story to 
the home owner. 


ae 
TWO GREAT PRODUCTS NU-WOOD 


SOLD ONLY BY LUMBER DEALERS 


insulation board products 
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NETWORK TV promotion 


And a great’ } aaa 
new NBC-TV qa 


tonight © 


SHOW 
star-studded—better than ever! 


TOP TV STARS...REACHING MILLIONS 


Stars known and welcomed by millions...topnotch shows of established coast-to-coast ! 


popularity—the very cream of television viewing is yours to command 
in this big program. And remember, it reaches from coast to coast, hits 
home right in your community, wherever you are. Here’s truly modern 
sales help! Wood Conversion Co., First Natl. Bk. Bldg., St. Paul, Minn. 


WINDOW AND STORE SPECIAL TIE-IN LOCAL TV SPOT EXTENSIVE MAGAZINE 
DISPLAYS... LITERATURE AND ANNOUNCEMENTS ADVERTISING... 


BANNERS NEWSPAPER ADS PROVED PLANS FOR 
BUILDER-OWNER 


MEETINGS! 








BALSAM-WOOL 


sealed blanket insulation 
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NEWS in BRIEF 


(begins on page 8) 


Lu-Re-Co Home Top Award in Contest 


First prize in a huge contest spon- 
sored this May by the Visking Com- 
pany will be a Lu-Re-Co Women’s 
Congress house to be built under the 
supervision of the Lumber Dealers 
Research Council. In all, prizes will 
total $60,000 with $200,000 budgeted 
to promote the contest in magazines, 
in motion picture theaters and at the 
point-of-sale. 

Double-page spreads in color are 
scheduled for the May 6 issue of Life 
and the May 28 issue of Look mag- 
azines. All ads feature the Lu-Re-Co 
home and urge the reader to “See your 
local lumber dealer for complete de- 
tails.” 

Approached last October by Vis- 
king’s advertising agency for support 
in suggesting something different in 
the way of a home for the contest, 
American Lumberman recommended 
Lu-Re-Co, and brought together key 
principals for promotion. 

Visking is staging the contest for 
their casing division, which manufac- 
tures products for the packing indus- 
try. A separate division produces Vis- 
queen, a moisture barrier and covering 
material used by builders and lumber 
dealers. 

Aside from the prestige for the 
lumber retailer the contest offers def- 
inite promotional possibilities at the 
local-level. Here are a few sugges- 
tions: 

1. Build or encourage contractor- 
customers to erect a model home sim- 
ilar to the one featured in the national 
ads. Have it ready by May 1, when 
the contest begins. The house itself 
can be built for $14,000 to $16,000, less 
land. The floor plan includes a family 
room and lots of other ideas suggested 
by the Women’s Congress on Housing. 
A local model home can be the kick- 
off for lots of publicity in newspapers 
and on radio and TV. 


FIRST PRIZE 


‘60,000 


EASY TO WIN! 


NO LETTERS TO weiTe 


hw 


WO PUZZLES TO SOLVE! 
NO JGLES! 


DOUBLE-SPREADS in color will announce the Visking contest early in May. The Lu-Re-Co 
house featured is Women's Congress Home No. 2. Copy at the top gives full credit to 





NEW DEALER AWARD 


American Lumberman announces that 
yearly we will now give a special award 
to the retailer developing the most 
successful and progressive program for 
gaining more contractor business at a 
profit. 

Each month the smaller builder (1-20 
homes a year) becomes a more vital 
factor in new home building. While 
small, these builders need cost-cutting 
building methods, convenient pack- 
aging of materials—everything that 
keeps costs down for the finished home. 

Dealer erecting a model Lu-Re-Co 
home during the Visking contest will 
be considered for this new award which 
will be given at the NRLDA exposition 
at Philadelphia next October. 











2. If a model home is built it should 
be possible to arrange support from 
women’s clubs because without a 
doubt this could be the first home in 
your community tied to the Women’s 
Housing Congress. Builders, too, like 
something new with appeal to home 
buyers. 

3. Here’s a home that’s ideal for 
local newspaper ads. And if a model 
is built a whole section in your local 
newspaper might be possible. 

4. In some areas a model home 
might best be handled as a joint proj- 
ect for all the dealers in a town. If 
supported by many dealers the model 
could be spotted in a prominent down- 
town location. Several cities have al- 
ready agreed to do this for their 
local lumber dealers. Suggested is a 
heavy-duty platform trailer with the 
house itself “beefed-up” for safe mov- 
ing and re-sale after the promotion. 

In addition to the Look and Life 
ads some 800 theaters will run a one- 


SECOND PRIZE 


rizes 
a ee 


the nation's lumber dealers, urges readers to see local retailers for details on the home 


being given away. 


12 


minute paid trailer in color on the 
house during May. Approximately 500 
top meat packers are tying in and 
they will offer point-of-sale displays 
to over 100,000 retailers. More than 
25 million entry blanks will be packed 
with franks, smoked and cold meats 
during the contest. Everything across 
the board mentions the Lu-Re-Co 
home and the local lumber dealer. 
Lumber dealers wishing to have the 
promotion should write National Plan 
Service, 1700 W. Hubbard St., Chicago, 
for complete details. They have free 
posters, newspaper ad mats and a 
new folder giving additional Women’s 
Congress on Housing plans. 


Construction Hits Peak in '56 


The year 1956 set a new record in 
dollar volume of contract awards for 
future construction in the 37 states 
east of the Rockies, reports F. W. 
Dodge Corp. At $24,412,630,000, the 
awards were 3% greater than the 1955 
total. However, December awards at 
$1,575,897,000 were 18% lower than 
December, 1955, and marked the 
fourth consecutive month in which 
awards have been lower than the cor- 
responding periods of 1955. 

The cumulative awards for the year 
1956 also established all-time records 
in dollar volume in two major con- 
struction categories: non-residential 
awards at $9,005,948,000 were 6% 
greater than the similar 1955 period; 
heavy engineering at $5,580,222,000 
showed a 10% increase. However, 
residential awards at $9,826,460,000 
were down 4% compared to 1955 al- 
though they were the second highest 
ever recorded. 


Living Room Squeeze 


The trend to smaller “parlor-type” 
living rooms, separate dining rooms, 
and expansive kitchens that open into, 
or are a part of, “family” rooms, will 
accelerate in the next few years, ac- 
cording to Fred Keck, noted architect, 
speaking at the Merchandise Mart in 
Chicago. He said that “open” interior 
design has reached its peak. This con- 
forms with the latest designs of Lu- 
Re-Co (Lumber Dealers Research 
Council) homes, exemplified in the 
Woman’s Congress houses. It means 
greater emphasis on luxury kitchens; 
built-in appliances; more materials 
per house. 

Raymond Loewy, industrial design- 
er, appearing on the panel with Keck, 
commented that there is a crying need 
for better hinges in building products, 
and a need for acoustical improve- 
ments in almost all building materials. 
He cited the advance in hinging and 
soundproofing developed by the auto- 
motive industry. 


Institute to Meet in Chicago 


The Building Research Institute will 
hold its Sixth Annual Meeting in Chi- 
cago, April 15 to 17, in the Drake 
Hotel, reports executive director Wil- 
lian H. Scheick. The three-day meeting 
will include meetings of the board of 
governors and several BRI commit- 
tees, social events and_ inspection 
hours, a program for the ladies and 
two days of technical sessions. 
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AS ADVERTISED IN Touse Beautiful 


extra flair for your home... 


Contempcumvuy 


Cabinet Hahdwahe 


BRASS—with black trim 
by Amerock 


BLACK—with gold trim 
COPPER—with black trim 


Add distinction to any 
room of the house... 
use on cabinets, 
built-ins, furniture, 
and lightweight 
interior doors. 


A-529-H Knob 
A-513-3 Plate 


above actual size 


Select knobs and plates in others one-half size 


matching or contrasting fin- 
ishes ... Polished Chromi- 
um, Satin Copper, Polished 
Brass, and Ebony Black. 
Use knobs alone or with 
backplates for most pleas- 
ing effects. 


A-529-H Knob 
A-511-18A Plate 


A-424-H 
Pull 


A-3301-D Knob 


Pulls applied in various po- St 

sitions for unique ‘‘Deco- 5 ni Mans 

rator” effects...custom a . ” 

styling to your individual 2 

taste! A-7636-H 

Hinge 

Ask your Amerock dealer A-3040 

or write... a Hinge 


Amerock 


helps you sell! 


This beautiful ad will appear 
in April issue of 


House Beautiful 


also advertised in Better Homes & Gardens, 
New Homes Guide, and Home Modernizing 


Identify your store with this powerful 
Amerock national advertising by cutting 
out ad at left and displaying it in your 
window. Newspaper ad mats and T'V-radio 
announcements included free when you 


ORDER DISPLAY No. 24 


aR mre NBR ne 














“Contemporary” Cabinet Hardware in all three 
finishes— Black with Gold trim; Satin Copper with 
Black trim; Polished Brass with Black trim. Size 
19%" x 11%". Shipping weight complete 11 Ib 
with extra hardware for resale. 


NO. 24 DISPLAY . . . LIST PRICE *30.00 


Packed with extra hardware to liquidate cost of display 


12 AD-427-H (Retail Valve) 
10 AD-529-H (Retail Valve) 
20 A-513-3 (Retail Valve) 


RETAIL VALU. OF EXTRA HARDWARE FOR RESALE 
RETAIL VALUE OF HARDWARE MOUNTED ON DISPLAY.... 11.00 


DEALER PAYS ONLY........ #18.00 


Extra hardware for resale returns more than full dealer investment, 


ORDER FROM YOUR AMEROCK WHOLESALER 


==, Sete Quality... 
an 


SELL Amerock 


Amerock Corporation, Rockford, tttinots 





Save storage space 
with the Insulite 


abs TAEIRL 


Sena aac 





Complete sidewall “package” for a home with 1,400 sq. ft. exterior wall surface... shingles, Bildrite Sheathing, 
Insulite Shingle-Backer, and nails. Your sale, about $590. Fast, easy application of these two perfectly matched materials, 
as shown at right, saves the builder about 14 man-hours compared with wood sheathing and wood shingle undercoursing. 


INSULITE 


sells easy...sells fast...stays sold 


INSULITE, Made of hardy Northern wood - 
= 
Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota © 


Ay 
% 


= OHI 
= Sponsor 
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Shingle-Backer simplifies your inventory; cuts your 
handling expense; saves builder 50% on application cost 


Do you want to take the lead with builders who build 
shingled homes—both wood and asbestos? Across 
the nation, lumber dealers’ experience proves that 
the Insulite Shingle-Backer system gets the business, 
and holds it. Insulite offers you an ideal “‘package,”’ 
with Bildrite and Shingle-Backer. Both products are 
clean, compact, easy-to-handle, fast turnover items. 
And they give the builder what he wants. 


Big 4’ panels of Insulite Shingle-Backer assure 
the builder extra profit—they go on with just 4 
nails; cut undercoursing time in half. This system 
makes tighter, stronger walls; adds extra insulation; 
produces deep, beautiful shadow lines. Provides a 
safe, quiet cushion under asbestos-cement shingles, 
to lessen noise and breakage. For information and 
sales helps, write Insulite, Minneapolis 2, Minnesota. 





Wo As 
WOW 


* REPORT from WASHINGTON 


Sa eae | 


By ee ee 5 ae ae ae 


GI Loan Rate Boost Faces Battle... Cost of New Houses 
in ‘57 May Be 6% Higher, Down Payments Larger 


Shadows of possible public policy 
changes in regard to home construc- 
tion float over Washington. Wheth- 
er or not they become facts, it’s im- 
portant to know what is being con- 
sidered. 

x * * 

One story is that administration 
officials, who want to check further 
declines in home building, plan to 
follow the idea of using the Feder- 
al National Mortgage Association to 
pipe more loan money into the mort- 
gage market. It seems the top gov- 
ernment housing economists have 
considered all other possible meth- 
ods and have decided they’re no 
good and might even make the diffi- 
culty worse. 

x * * 

The Chairman of the House Vet- 
erans’ Affairs Committee, Repre- 
sentative Olin Teague, of Texas, is 
said to favor legislation permitting 
direct Federal loans for veterans’ 
housing; but administration offi- 
cials seem firmly opposed to such a 
plan. They think direct Federal 
loans, save in highly exceptional 
cases, would be a Pandora’s box, 
which, once opened, would let loose 
all the evils that financial manage- 
ment is trying to repress. 

=x *« * 

Chairman Teague and several 
other powerful Members of Con- 
gress, together with various vet- 
erans’ organizations, intend to make 
a hard fight against the proposed 
raising of the interest rate from 
445 to 5% on Veterans Administra- 
tion mortgages. Such an increase 
would have to be authorized by Con- 
gress. As you know, the FHA au- 
thorized rate has clrecdy been 
raised to that level by administra- 
tive action; something permitted to 
that agency by evisting law. 

x *k * 

The Teague argument against the 
increase is, in brief, that this high- 
er interest rate would increase the 
financial burden of the veteran, and 
yet the increase in the rate would 
not be large enough to attract suf- 
ficient added money into home 
building to get the industry going 
again at its 1955 volume. Opponents 
of the higher interest rate suggest 
that the VA program be terminated 
and that FHA financing be liberal- 
ized for the use of veterans and non- 
veterans alike. 

x * * 

Albert M. Cole, Administrator of 
the Housing and Home Finance 
Agency, says frankly that the prob- 


16 


lem of builders and prospective 
homeowners this year is the avail- 
ability of mortgage funds. He 
thinks the Federal government 
plays only a supporting role, though 
of course an important one, in the 
housing economy. Home building, 
as he sees it, is still primarily a 
job for private enterprise; calling 
for careful attention to market 
needs, prices and production econ- 


omies. 
x *k * 


Mr. Cole looks with confidence to 
such building construction supports 
as continued activity in urban re- 
newal, housing for elderly people 
and similar projects; he thinks that 
in an expanding economy, with a 
strong demand for houses, the 
building industry with appropriate 
cooperation of the government will 
be able to do its necessary work. 

xk t& « 

Cheerful, of course, and Mr. 
Cole has proved to be pretty good at 
helping his predictions to come 
true. But home builders look hard 
at the primary problems mentioned 
by Mr. Cole; the problem of tight 
money. Only the government can 
relax this credit squeeze and the 
industry is told practically every 
hour, on the hour, that the govern- 
ment has no intention of doing any 


such thing. 
* * 


It seems curious to builders that 
tight money should starve home 
construction seriously, while other 
forms of credit float along like a 
summer cloud; apparently finding 
all the money they need. As has al- 
ready been mentioned on this page, 
consumer credit increased last year 
by $3.6 billion, to reach the total 
figure of $40.2 billion. 

x &k 

The Treasury is said to be firmly 
opposed to any legislation, even on 
a stand-by basis, to check consum- 
er credit, but it seems to make a 
big difference who the consumer is 
and what the credit is for. A-mild 
rumor blows around that the Coun- 
cil of Economic Advisers may be 
getting ready to speak a piece on 
this credit subject. If so, no one at 
this writing seems to know the na- 
ture of the recital. 

= &*& & 

It is said that about 300,000 
houses are removed from the na- 
tional housing supply each year, by 
fires, obsolescence, storms and the 
like. There were some 200,000 few- 
er houses built in ’56 than in ’55. 


Population increases at a great rate, 
as witness the arrival of 4 million 
babies last year. Most analysts ex- 
pect 1 million to be built this year, 
which is a goodly number, but few 
analysts say how these houses are 
going to be financed. If the num- 
ber drops below a million, the na- 
tion’s economy will get a serious 
bust in the beak; and the estimated 
2 million families now anxiously de- 
siring new homes will get an equal- 
ly serious sock in the morale. 
:. 2%. 2 
Because of higher wages and the 
competition of heavy industry for 
building materials and the rising 
prices of land with community fa- 
cilities, the overall cost of new 
houses in ’57 is expected to be at 
least 6% higher than in ’56. And 
tight money means that discounting 
will continue and at higher rates. 
Down payments will be increased, 
and amortization periods are likely 
to be shortened. 
we 
We're told that quite a number of 
communities, by means of ordinanc- 
es and regulations, are attempting 
to prevent the building of houses. 
They don’t want more population, 
requiring the building of water and 
sewage facilities, the laying of pav- 
ing and the construction of new 
school houses. 
x: = © 
However, there seems to be 
money around. The Department of 
Commerce says the personal income 
of Americans reached a new an- 
nual high of $333.5 billion in No- 
vember. Bank loans to business— 
commerce, industry, agriculture— 
have gone past $30 billion for a new 
high. The Automobile Manufactur- 
ers Association reports that 1956 
was the fourth best production year, 
with an output of 6.9 million cars, 
trucks, and buses. 
x uw ® 
The various restrictions will not 
bring house construction to a stop, 
but they will mean a good many new 
problems and a good many changes 
in building methods. They’ll mean 
heavy work for the building indus- 
try in justifying Mr. Cole’s confi- 
dence in its ability to pass miracles; 
against the efforts of the counter- 
miracle workers. Small wonder that 
some organized builders look at 
those credit squeezes and then 
dream daydreams about the old- 
time hardware behind the door with 
which their ancestors civilized the 
Indians in the West. 
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When they ask for lawn fence... show them 


CYCLONE Red Jag LAWN FENCE 


EL MATS 


wire SCREENING 
ast Longer 


ronte- Aluminum FLEXIBLE sTe 
Clean Better : 


insect 
Galvanized 8 
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Lawn fence is one hardware prod- 
uct you have to sell. Even when 
they ask for it. For the average 
fence customer buys but once in 
his lifetime. And it is usually a 
major purchase for him. 

So, when home owners say they’re 
interested in seeing lawn fence, 
show the line that tops ’em all! 
Lead them right over to your dis- 
play of Cyclone “Red Tag” Lawn 
Fence and proudly point out why 
this is the finest lawn fence money 
can buy! 

Tell them about its quality fea- 
tures point to the straight, 
parallel wires, the even picket tops, 
the durable galvanized finish. These 


are advantages which stand out 
in any comparison. Then, when 
you've convinced your prospect of 
the better quality and superior 
construction of Cyclone Lawn 
Fence, give him a free copy of 
the handy Erection Folder which 
shows him exactly how to put up 
his own fence. 

Cyclone “Red Tag” Lawn Fence 
is available in both Woven and 
Welded styles . . . in single and 
double-loop construction . . . in 36, 
42 and 48 inch heights. Cyclone 
also offers you matching Gates, 
Flower Bed Border and Trellis. 
Your jobber can quickly take care 
of your requirements. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST » UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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CATCH-ALL BASKETS 
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Investigate... 


Enroll... 


NRHA Advanced Course 
in Hardware Retailing 





veryboay Protits | 


THE RETAIL SALESMAN who takes the course will sell better, will advance 
more rapidly. 


THE RETAILER who sponsors the course for his sales force will enjoy a more 
efficient operation, greater profits, and more customer satisfaction. 


THE WHOLESALER who encourages use of the course will get more volume 
and faster turn-over. 


THE ADVANCED COURSE IN HARDWARE RETAILING was developed by 
Indiana University and the National Retail Hardware Association with the 
assistance of leading hardware manufacturers. It's conducted by 
correspondence — no time lost from the job — and consists of a series of 
lessons and graded examinations covering the entire field of hardware retailing. 
The cost is low, the reward high. Investigate now — write to the National 
Retail Hardware Association, 964 N, Pennsylvania Street, Indianapolis 4, Indiana. 





We have supplemental material to help you sell 
tapes and rules better. It’s yours for the asking. 


RULE COMPANY 
SAGINAW, MICHIGAN 


1132-138 LAFAYETTE ST., NEW YORK CITY @ BARRIE, ONT 
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gran Teen a Perfect 
| set-up to sell 
garden tools 


Self-service Green Thumb Tool 
Island, complete with balanced 
stock of matched tools as shown, 
$197.25 retail value for $124.57 


delivered.* 





Every tool is a standard, widely 
popular pattern. Order from your 


Green Thumb wholesaler. 
*Slightly higher in West. 


Simple, easy way to do a 
profitable garden trade 


The mobile Green Thumb Tool 
Island enables you to offer a com- 
plete self-service selection of tools 
for the home lawn and garden, in 
a location where such tools move 





fast in season indoors or out. It 
is the ideal unit with which to 
build a “Green Thumb Garden 
Center,” with your related garden- 
ing items grouped around it for 











profitable tie-in sales. 











Stocks and sells 4 dozen long-handle 
and 2 dozen or more short-handle 
tools in only 244 x 4 ft. of space. 


THE UNION 


FORK & HOE COMPANY 
Columbus 15, Ohio 





Ask your Green Thumb wholesaler, 
or write us for full information. 





MASS-DISPLAYS MATCHED TOOLS FOR EVERY NEED: The Green display (2) Makes self-service invitingly easy (3) Offers a tool 
Thumb Tool Island has everything that motivates people to for every purpose, all perfectly matched to promote multiple 
buy lawn and garden tools: (1) Hits with the impact of mass purchases and later repeat purchases of matching tools in the set. 
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Carrying YOUR name 


| in YOUR city 
| to YOUR prospecis! 


Ask your wholesalers and 


tie-in your adverlising. py 
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BUILDER PROSPECTS 
5 CONSECUTIVE PAGES ie 


AMERICAN [BUILDER 
PRACTICAL BUILDER 


Plus supporting Ads in 
e HOUSE & HOME 
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SUCCESSFUL FARMING 


e CONSTRUCTION EQUIPMENT 
e CONTRACTORS & ENGINEERS 
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new Getty display carton 


Here’s a brand-new counter display carton that can 
help you sell more casement operators to ‘“‘do-it- 
yourself’ customers. Each carton contains 6 (3 left- 
hand, 3 right-hand) Getty No. 4706-H Replacement 
Operators for metal casement windows. Carton is 
attractively printed in 2 colors. Top folds back present- 
ing a selling message to the customer. 


can help you sell 


Just a few minutes is all anyone needs to install these 
Getty metal casement operators. The new Getty Display 
Carton reminds your “do-it-yourself” customers to 
replace worn-out operators themselves—helps you make 
profitable extra sales. Each operator comes packaged 
with complete, easy-to-follow installation instructions. 


more casement operators 


Remember, more Getty Operators are used on casement 
windows today than all other makes combined. The 
Getty No. 4706-H Replacement Operator fits 95% of 
all metal casements made. It’s easy working, long 
wearing, available in a choice of bronze or aluminum 
lacquer finishes—the perfect low-cost operator for light 
metal casement windows. Ask your hardware whole- 
saler about this profitable new Getty No. 4706-H 
Display Package, or write us direct now. 


3348 NORTH 10th STREET + PHILADELPHIA 40, PA. - Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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—so why tie up money and shelf 
Space with 12 to 20 oil stains 


Is it good business to stock 12 to 20 prepared stains when — with Firzite 
and Satinlac — you can help your customer get almost any wood finish 
desired! Our new free wood finishing chart shows you how to do it! 


Our new free wood finishing chart shows you how to do it! 


It contains 24 full-color panels — illustrates the most wanted light nat- 
ural effects; pickled and blond effects; oil stain effects . . . gives simple 
directions for obtaining any one of them. 


It shows you how Satinlac and Firzite, plus colors-in-oil, are all the 
inventory you need for almost any wood finish desired . . . on any kind of 
wood ... hard or soft, plywood or solid lumber. 

Ask for a supply of this new Wood Finishing Chart—free to Firzite 
and Satinlac dealers. Or mail coupon for sample copy. 


To kill that wild grain, 
recommend: Pints, quarts, | and 5 gal. cans 


mane, erect sap eum NATIONALLY ADVERTISED? 


raise and face checking when | 
staining or painting plywood or - , ‘ 
other soft woods. A penetrating a Order now! 
resin sealer and undercoater. 
For oil stain effects, add ——————— ; 
colors-in-oil to CLEAR or WHITE 
—_ MAIL COUPON FOR CHART ILLUSTRATED 
or pickled (limed) and biond 4 Ye. © eeeeettft. 
effects, use WHITE Firzite . é Sa . 
See new chart for 
full instructions. 


United States Plywood Corporatign 
Dept. AL 2-7S, 55 W. 44th St., New York 36, N. Y. 


Send me free sample copy of new Chart of Wood Fin- 
. ishing Effects, showing how Firzite & Satinlac replace 
To get a beautiful nat- an inventory of 12 to 20 oil stains. 


ural finish, recommend: 
SATINLAC’ — Water-ciear in 


color. Accents and preserves the WATER WHITE 
rich natural grain and color of WAL KOT TURN YELLOW 
any wood, hard or soft, solid DRIES QUICKLY ys 
lumber or plywood. No undercoat Oe 
required. No built-up look. Does 

not yellow or darken on aging. ree Be oe eee ee Se US US GG 





My Name_— _ 


Store Nome — —— saints 


City pedal SE ——— 


| 
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NO. 411 LIFT-A-SHELF HARDWARE 


SWINGS INTO ACTION in danitant 


Brings easy convenience to centers of action in the home. 
Another Acme “build-in” work-saver that keeps often-used appliances 
out of sight, but handy. Builders appreciate the quick, easy 
installation and the foolproof design. 


ACME APPLIANCE MANUFACTURING CO. 


Circle No. 11 on Coupon, page 80. 


e LESS INSTALLATION TIME — fewer 
screws to install. No shelf bracing. 

¢ LESS SPACE REQUIRED — hardware 
requires only 12” clearance 
on each side. 

¢ UNLIMITED SHELF WIDTH — fits any 
Cabinet opening. 


SMOOTH, EASY-TO-USE — four-point spring adjustment for 
balanced tension. 


NOISELESS OPERATION — quietly moves up or down with 
fingertip effort. 


AUTOMATIC LOCKING — integral part of hardware... . 
eliminates separate trigger mechanism and assembling . . . 
releases with slight upward pressure. 


SOLID WORK PLATFORM — locks in position. 


GREATER VERTICAL CLEARANCE — gives more headroom for 
appliances when opening and closing 


NEAT, STURDY CONSTRUCTION — less hardware showing when 
in use. Strong electrolytic zinc-plated steel. 
No parts to wear out. 


MANY USES IN THE HOME — as platforms for Food Mixers, 
Sewing Machines, Typewriters, Record Players, etc. 
Conveniently out of sight when not in use. 


35 South Raymond Ave., Pasadena 1, Calif. 


© 1956 Acme Applionce Monufacturing Co 
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RUSSWIN No.1... Buy-Catchers For’57...NEW PRODUCTS 






Coronet 

mes gars and Rose 
with auxilia 

Rose No. 9533%4.° 





“THIS IS NEW” 


... are magic words, They 
attract business and spark 
the sales force especially 
when they concern a widely- 
accepted, well-established 
line. In 1957 Russwin 

“All Star” Builders’ 
Hardware Dealers have a 
new, economy-line lockset 
to offer their trade. 


THE CORONET >< 


Homegard Economy Lock, 
has luxury styling... but 
more than that it has 
quality construction fea- 
tures usually found in 
higher priced lines. It meets 
the demands of .Russwin 
dealers for top value in 

its price class ... which 
leads to better business and 
better satisfied customers. 








* Quality features include: 






Results — today, more and pS ap 
3 “ oolproof horizontal keyway. . Qutside rose integral unit 
pore ee Byte sien | SSW No phone of cylinder capes va eye for 
: ever necessary, added security 

4 ’ * ; 7. Five-pin tumbler-type 
Builders’ Hardware Line ' The ina ove eS gee cylinder a 
... the line of top values. 4 s > 3. Three-piece steel bearing 8. Wide bearing surface 
Russell & Erwin Division, ht. Son on knob shank &: Adlanee desiee veleedtor 
The American Hardware 4. Generous size bearing on mechanism 





* Apes: a roll back mechanism 10. F i 
Corporation, New Britain, Dealers have the edge 5. Concealed screw roses — furntaned with rounded. 


Connecticut. both sides corners. 
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LUMBER FLOORING SPECIALTIES 





YOU GET AMERICA'S FINEST WITH 


Appalachian Hardwoods! 


+ 


The Appalachian area produces a fine type of Hardwoods—soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, foo. Specify lumber, flooring and specialties of Appalachian 
Hardwoods. Consult the concerns on this page. 








“Cherry River Boom & Lbr, Co., Richwood, W. Va. The M. B, Farrin Lbr. Co., Cincinnati, Ohio 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





*Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flovring, Dimension. 





“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 





*M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, 
Oak. Poplar, Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods. All facilities. 





Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century’’ Oak and Maple Flooring. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Poplar, Basswood, Beech, 
Cherry. Mahogany and Lavan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
J]. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers Appalachian Hardwood Lumber 





“Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring. 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 





ALWAYS SPECIFY APPALACHIAN HARDWOODS 
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Novoply used as doors in wardrobe. Novoply comes in 34’ and 1” 
thicknesses; all standard plywood sizes. Has a mosaic-like appearance 
that may be painted or finished. 


r 


Weldwood’ NOVOPLY® 


A product of 
UNITED STATES PLYWOOD CORPORATION 
Weldwood—The Best Known Name in Plywood 
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Novoply for sliding doors is available edge-banded and with all 
necessary hardware included. Doors alone also available. Novoply core 
stock for cabinet doors is available edge-banded and with birch faces. 


No complaints...No returns... 
because there's no warping 


with doors of NOVOPLY 


Now the profits you put in the bank stay there! For, 
once you've sold Novoply for doors, it stays sold! No 
complaints ...no returns ...no headaches. 

Novoply is a wonderful door material because it’s 
as flat as a pancake. Won't warp, swell or bulge! In 
fact, Novoply is guaranteed not to warp in excess of 1” 
over an 80” length! And all this is possible because of 
Novoply’s patented construction. It’s made of precision- 
made wood flakes and chips which are resin-impreg- 
nated and fused under heat and pressure. Moreover, 
Novoply is of 3-ply construction—nothing like single- 
ply “chip-core” materials. 

Investigate the sure profit opportunity in Novoply 
now. Send the coupon for full information, or ask 
your Weldwood representative. 
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United States Plywood Corporation A 24-57 
55 West 44th St., New York 36, N. Y. 


Please give me full information about Novoply for doors. 
NAME 

ADDRESS 

COMPANY 

CITY... 


ervC_——— — 
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Four exciting, natural woods! 
Panel squares and planks avail- 
able in Leaf Walnut... Rift Oak... 
Quartered Walnut and Cherry. 
— a 
Netiowool 
i sb call ; 
‘Melio® Cn Be 


Special water-proof adhesive 
and installation kit bring you 
extra profits! 

Mellowood Adhesive in quarts 
and gallons plus Mellowood's 
special installation kit make extra 
profit for you on every job you sell! 
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for “Do-it-yourself” Homeowners, Contractors, Builders! 


Easy Installation ... No nailing, no fur- 
ring, no clipping! Goes on quickly over 
existing surfaces and stays permanently. 
Anyone can install Mellowood. 


Lower Cost... Mellowood genuine hard- 
wood paneling retails for less than any 
comparable product on the market! 


Multiple Profits ... You sell the complete 
package: panel squares or random-width 
panels, special water-proofed adhesive 
and applicator kit. 

Exclusive Veneering Process... Pro- 


duces squares and panels only %-inch 
thick. Finished side V-grooved, back 


sealed for complete stability. Will stay 
bonded to walls for the life of the house. 


Popular Styles... Leaf Walnut, Quart- 
ered Walnut, Rift Oak and Cherry in pre- 
finished 16-irich squares or random-width 
panels! 


Easy Storage... Convenient, attractive 
packaging for counter and island displays. 
Easy-to-handle cartons. 


Faster Turnover... Big markets, includ- 
ing remodeling, home building, industrial 
and commercial. Free sales aids! Write 
for information. 


Mellowood carries the official seal of the Hardwoods Association 


NATIONAL VENEER & LUMBER CO., SEYMOUR, INDIANA 





Mr. Nagrich stimulates sales by displaying a wide 
variety of brushes bristled with TYNEX nylon in two 
six-foot glass counters. 





Well-made brushes with “TYNEX” bristles 
have all these advantages: 


1. Full paint pickup 2. Smooth, even flow 
3. Right for all paints, varnishes, lacquers 


4. Easy to clean 5. Last 3 to 5 times longer 








Part OF 


BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 


“TYNEX” bristles 
are the most widely 
advertised bristles... 


backed by a continuing campaign 
in these leading national magazines 
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“Here's why my sales of brushes 


with “fwymjE2X nylon bristles 
are on the increase”’ 


says William P. Nagrich, Owner, 
Rich's Paint & Wallpaper, Detroit, Michigan 


“It’s easy to figure why sales of brushes with TyNEx nylon 
bristles are increasing,” Mr. Nagrich reports. “Nearly all 
customers who try these brushes are pleased with the re- 
sults, and that includes professional painters as well as 
the do-it-yourselfers. 

“They like the way these brushes hold up and paint 
smoothly on any kind of job. Customer reaction has 
always been good — and it’s getting more favorable every 
day with more and more people preferring brushes with 
TYNEX nylon bristles.” 

Are you profiting by the increasing popularity of 
brushes with TYNEx nylon bristles? Stock a full line and 
watch both customer satisfaction and sales increase. 


TYNEX is the registered trademark for Du Pont nylon bristles 


Circle No. 14 on Coupon, page 80 








, 
4 
4 


-e than 
Bought and Read by mor tl 


February 4, 1957, AMERICAN LUMBERMAN AND 





"10,000 


HOME IMPROVEMENT CONTEST 


Sponsored by Farm Journal and the National Lumber Manufacturers Association 


Customer Prizes... Dealer Awards ... Sales Opportunities 


Remember how in 1955 the Farm Journal-National 
Lumber Manufacturers Association farm home im- 
provement contest resulted in the sale of millions of 
dollars’ worth of building materials. More than a million 
dollars’ worth of lumber sales alone were directly trace- 
able to the promotion. This year, results promise to be 
even greater. Farm Journal, for years the biggest farm 
magazine in the country, has added more than half a 
million additional families in the last two years. 


Promotion starts in February 

The opening gun in the promotion will be a feature 
editorial in the February issue of Farm Journal, urging 
its more than 3,500,000 subscribing families to enter the 
contest. Thereafter, month after month, through Octo- 
ber, when the contest ends, Farm Journal will present 
a host of home improvement ideas and suggestions 
for contestants. 


48 contestant prizes 

This is a contest offering lots of prizes — 48 in all. 
Entries will fall into two divisions — projects costing 
less than $500, projects costing more than $500. Each 
division will have 24 winners, as follows: 


FIRST PRIZE ....... $1500 
SECOND PRIZE ....... 750 
THIRD PRIZE .....2.. 500 


FOURTH PRIZE ....... 250 
Plus 20 other prizes of $100 each 


In this contest, dealers have a chance to win, too. The 
eight dealers who sell materials to the eight big money 
winners among the contestants will each receive a 


DISTINGUISHED 
DEALER AWARD 


This spells valuable publicity—nationally among sup- 
pliers and the trade, locally among all the people within 
the community. 


Contest promotes your high-volume lines 
For nine long, profit-making months, this contest will 
give you a chance to boost sales in your high-volume 
lines, for almost every type of home improvement is 
eligible. You will see the sales curve shoot up in lumber, 
roofing, siding, building paper, insulation, metal building 
products, windows, doors, cement, paints, hardware and 
tools. Each entrant must name his local lumber dealer, 
and to qualify, must present invoices for products 
purchased. 


This is YOUR opportunity 

This is a great opportunity for you as well as for your 
rural customers. Use the promotion kit—in the mail to 
16,000 lumber dealers in the latter part of January— 
for all it’s worth and it’s worth plenty. It will not only 
identify your place of business as contest headquarters, 
but will encourage still more local families to start proj- 
ects that mean business for you. If you need more of the 
kit material, just write to Promotion Department, Farm 
Journal, Washington Square, Philadelphia 5, Pa. 


Farm Journal 


Biggest Farm Magazine in the Country 


Washington Square, Philadelphia 5, Pa. 


Graham Patterson, Publisher 


BUILDING PRODUCTS MERCHANDISER 


Richard J. Babcock, President 
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No Matter What VOUR 


PAD bE 


- Arkansas Soft Pine. 
Big Mill Manufacture Exclusively. 


- Casing... Cut-to-length in Sets, 
and Random for Doors and Windows. 


- Drop Siding; Dimension; Door Jambs. 


End-Matched Pine Flooring. Edge- 
Glued Stair Treads and Panels. 


Finish; Floor Joists; Floor Moulding. 
- Glued Treads; Glued Panels, 
- Hardwood Flooring. 

Interior Trim and Moulding. 


Jambs for Doors; Jamb Parts for 
Windows. 


» Kiln-Dried Lumber; Knotty Pine 
Paneling. 


Lumber in Hardwood and Pine; Legs 
for Furniture, Bench and Picnic 
Tables, 


- Mouldings—all sizes and shapes, 
including architect specified. 


L 


UMBER 


NEEDS ARE 


has them from.. 


A..-fo..Z 


N. 


Nosed Landing Treads; Newels; 
Newel Cap. 


Oak Flooring. 
Pine Paneling. 


Quality in all Products to uphold the 
Bradley Standards. 


Red Oak Plank Flooring; Red Oak 
Floor Blocks. 


Straight-Line Oak Flooring; 
Sheathing; Siding. 


Treads; Thresholds. 


Unfinished Oak and Plank Flooring; 
Unfinished Furniture Parts. 
Velvet-like Arkansas Soft Pine 
Interior Trim. 


W. Wood Paneling; White Oak Flooring. 


Marks the Spot (Bradley at Warren) 
for the best variety in high value 
products. 


Yellow Pine Products; Yard Stock for 
Dealers. 


Zero Headaches on Schedules, Sizes 
and Manufacture. 


Let’s go First Class with 


BRADLEY tumser company 
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“EVERYTHING HINGES ON HACER!’ 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street * St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Consumer Sales vs. Contractor Sales 


Let’s get our thinking straight on this vital sub- 
ject. Some statistical reports recently released in the 
industry could have left the impression that con- 
sumer sales are less profitable than contractor sales. 

This is dangerous thinking because the salvation 
of some dealer profits is in controlled (consumer) 
selling. Dealers should often place more emphasis, 
not less, on sales to the ultimate consumer. 

Consumer sales are less profitable than contractor 
sales only when the dealer is so foolish as to try to 
give consumer service for contractor prices. Properly 
priced, consumer sales are more profitable than con- 
tractor sales because of a very simple merchandising 
law: 

The more needed service rendered with a product 
—the less competition encountered and the easier it 
is to get a profitable price. 

Contractor sales are notoriously competitive—the 
more competitive the more pressure on price and the 
greater the squeeze on profits. 

When the contractor sells a job to the consumer, 
the price he sets contains the dealer’s (and whole- 
saler’s and manufacturer’s) price in it. Every dollar 
of discount he can pressure from the dealer is added 
to his net profit on the job. This pressure is the cause 
of so much large contractor business by-passing the 
dealer. It is also the reason that in most markets con- 
tractors are able to wheedle sizeable discounts from 
dealers. 

The average net profit in the industry is reported 
to be 2.7% on sales and 6.9% on the net worth before 
taxes. Those dealers who are making 8-10% net profit 
on sales and 22% plus on their net worth are gen- 
erally getting the larger part of their net profit from 
controlled consumer sales rather than the sales 
volume which comes from contractor-controlled sales. 
When the dealer controls the sale to the consumer he 
establishes his own selling price on his products— 
it is his own fault if he doesn’t price for profit. 

There are three basic variables in profitable pric- 
ing for both consumer and contractor sales: 

1. Pricing variables on commodities—cement will 
not ordinarily allow the same mark-up as hardwood 
flooring, etc.—there are as many as 20 variables in 
this area. 

2. Variables in mark-up for service—this ranges 
from the man who wants a small piece of plywood 
cut into an octagon shape to a complete house job 
financed and with the key turned in the door—there 
are as many as 40 variables in this area. 


3. Variables based on turnover. If 2x4’s are turned 
8 times and 2x12’s turned two times a year, the 
2x12’s should carry a 30% higher mark-up than 2x4’s 
to justify the same investment—there are as many 
as 10 variables in this area. 

It is obvious that compensatory pricing (pricing 
that compensates profit-wise for the service ren- 
dered) is the basic key to profit. 

The real issue is not contractor vs. consumer sales 

it is uncontrolled vs. dealer controlled sales. Where 
the dealer controls the sale there is more profit for 
the dealer. Where the contractor controls the sale 
there is less profit for the dealer. This does not mean 
that contractor sales are not important. They should 
always be a sizeable part of the dealer’s business. 
Often the gross profit in such sales will carry the 
fixed overhead of the business. 


ot 


Three effective ways for the dealer to control a 
profitable selling price on both contractor and con- 
sumer sales are: 


1. Develop and follow leads to construction proj- 
ects and close the sale for both the labor and the 
material involved, then turn the job over to a coop- 
erative contractor. (It is not necessary for a dealer 
to go into the contracting business to accomplish 
this.) 


2. Secure exclusive control of a supply of excellent 


_- 


building sites. 


8. Secure exclusive control of a source of mort- 
gage money. 


There is another reason for more extensive con- 
sumer selling on the dealer’s part. Only 4% of the 
contractors have merchandising establishments and 
the background to do a progressive and aggressive 
advertising, promotional, and selling job to capitalize 
on the $21 billion annual home improvement poten- 
tial. Even they do not have the necessary stores and 
merchandise. 

The other 96% of the carpenter-contractors who 
perform 82% of all light construction apparently can- 
not and probably never will qualify as the home 
improvement industry’s creative salesmen. 

It is of the most vital concern to manufacturers, 
wholesalers and the entire industry—including the 
contractors—that the dealers set up to become the 
home improvement sales center for the industry and 
aggressively develop consumer sales in this area. 


Here are some additional potent reasons for the 

dealer to generate more and more consumer sales: 
It is the only way to reach the great, new do-it- 
yourself market. 
It helps in restoring lost volume and protecting 
business against competition. 
Higher mark-ups are justified through the in- 
creased services rendered. 
Consumer sales are less competitive (the con- 
tractor’s primary buying consideration is price, 
the consumer’s is service. ) 
Consumers are less likely to shop around. | 
It facilitates related inter-department selling 
and provides a basis for a one-stop service. 
Consumer sales provide a practically unlimited 
volume opportunity. 
They bring a high degree of control of carpen- 
ter-contractor volume through the ability to pass 
out jobs to these factors. 
They build a permanent repeat business that in- 
sures good public relations. 
It keeps business out of the hands of “outside” 
competition. 


But the very best reason for controlled consumer 
selling vs. contractor sales is that properly priced 
consumer sales are always more profitable than sales 
to contractors and they materially assist in securing 
a profit on contractor sales. 
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a better grip 
with 


A.W. CUT NAILS 


The greater gripping features of Alan Wood hardened 
cut nails hold furring strips to building block with 
new permanence! Automatically ... you cut costs 
and lost time by specifying the right nail for the 
right job. A.W. has it! 


Try a Keg—get a better grip on every 


A.W. Hardened Cut Flooring nails 
A.W. Hardened Cut Common nails 


Product of 














More and more contractors find A.W. hardened cut 
nails... made from A.W. quality steel... ideal for 
furring. They drive fast and usually a 1’’ penetration 
into the block is sufficient. 


job.—For information, write Dept. CN-S75. 


For light furring 
A.W. Special Hardened 4 !4 d Cut Concrete Nail 


2a 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pennsylvania 


Other products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate * A.W. SUPER-DIAMOND 
Floor Plate * Plates * Sheets * Strip * (Alloy and Special Grades) 
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PROTECT AND SAVE 


How protective wrappings can help 





Cut Your Storage Costs 


Here are facts and figures on wrappings that will 


storage problem. 


Considering the long-run savings 
rather than the initial cost, lumber- 
men are discovering it actually pays 
to wrap and store lumber outdoors. 

Two materials now widely used 
as protective coverings for lumber 
stored outdoors are: polyethylene 
films, both black and clear; and as- 
phalt-impregnated, reinforced, kraft 
paper. Increasing numbers of lum- 
bermen now favor the paper wrap- 
ping, which is available in various 
width rolls. Recently, industrial pa- 
per and bag manufacturers have 
developed tailor-made coverings 
that skip over entire packages of 
lumber. 

Originally developed as a vapor 
barrier under concrete slabs, poly- 
ethylene films are now used by lum- 
bermen as temporary covers for 
building materials. Available in 20’- 
wide sheets, they can be easily 
draped over an entire stack of lum- 
ber. Sunlight is the only factor said 
to break down the poly film over a 
long period. For daily use in sun- 
light, a black, sun-proof grade of 
poly film is available. 

Though there are differences of 
opinion as to which is the better 
covering for outdoor wrapping, 
here’s how either one can help you 
cut operating costs: 


® Warehouses represent a_ sizable 
capital investment while wrap- 
ping materials and steel strap- 
ping can be written off as a legit- 
imate business expense. 
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© Outdoor storage space calls for 
an investment of about $1 per 
square foot versus between $4 to 
$12 per cubic foot for permanent 
buildings. 


Lumber coverings eliminate 
downgrading losses incurred by 
discoloration, checking and warp- 
ing. 

Protected building materials can 
be delivered in any weather with- 
out disrupting delivery schedules. 


With building materials protected 
at the site, builders order more 
materials with each delivery, cut- 
ting the dealer’s operating costs. 
Lumbermen now are forced to 
maintain large inventories due to 
the high volume of business. If 
local building takes a downturn, a 
lumberman might find himself 
with a useless, half-empty ware- 
house. 


Modern materials handling meth- 
ods, which emphasize rapid un- 
loading and loading of unit loads, 
have fostered the concept of wrap- 
ping building materials for all- 
weather protection. 


During the past year, reusable 
prefabricated paper coverings have 
gained popularity as protection for 
building materials in transit or 
storage. Factory-made to the deal- 
er’s specs, the covers can be ap- 
plied in a matter of seconds. The 
tailor-made covers also eliminate 
the margin of error introduced by 
inefficient, or unskilled, labor. 


help every dealer with a 


Sizes available. At present 
there are no standard sizes of pre- 
fab wrappings. The manufacturers 
have voluntarily made wrappings 
for a unit 4’ high and 4’ wide. The 
size of this unit is governed by the 
lifting capacity of light fork lift 
trucks found in most yards. These 
covers are available in 8, 10, 12, 14, 
16, and 20’ lengths. To simplify ap- 
plication, the covers are made a few 
inches longer and wider than. the 
unit to be covered. 

If the whole industry is to bene- 
fit from unitizing, standardization 
of unit loads will be necessary. 
Studies indicate that the cost of 
covering and outdoor storage de- 
creases per board foot as the unit 
size increases. 


Style variations. Four different 
types of prefabricated covers are 
now available. These are: 


1.A one-piece, open-bottom cover 
made of a single sheet of paper. 
. A double-top, open-bottom cover. 
This is currently the most pop- 
ular type. The cover is reinforced 
by an additional thickness of pa- 
per on the top to protect against 
stress and wear. This extra thick- 
ness extends a few inches past the 
corners of the wrapping to pro- 
tect the corners from tearing. 

3. A telescope-type cover. In reality 
two covers, which telescope for 
different length units. This type 
is reusable on various length 
stacks. 
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life of the wrapping. 





4. A blanket-type cover, which has 
an end-flap that can be lifted to 
remove part of the contents of the 
stack. This type is favored by 
yards lacking fork lift equipment. 


LOW-COST PROTECTION is provided for lumber stored outside by using 


reusable, prefabricated paper covers. Reinforced corners add to the service- 


PS 
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OUTDOOR STORAGE provides plenty of maneu- 
vering space for fork lifts at Brookhart Lumber 
Co., Colorado Springs, Colo. 


Because of fast 


turnover during the peak building seasons, only 
the top unit is wrapped. 





Covering costs. Actual cost per 
prefabbed cover depends, of course, 
on the size of the cover and the 
quantity ordered. Using several bag 
manufacturers’ figures, a rough cost 





lift trucks. 
Dimension No. Pieces 
2x4 100 
2x6 60 
2x8 40 
2x10 40 
2x12 30 
Sheathing 150 





Suggested Unit Loads 


Here's a handy unitizing chart for lumbermen who prefer to buy 
roll stock and make up their own covering. Unit sizes are based upon 
the common demand-size of orders and lifting capacity of small fork 


Use paper 72"' wide for 2x4 and 2x10 units. 
use 60'' wide paper. To provide sufficient overlap cut paper 4 
than the unit load. This allows 2' overlap. 


Width Height 
10 pes. 10 pes. 
6 pes. 10 pes. 
6 pes. 10 pes. 
4 pes. 10 pes. 
3 pes. 10 pes. 
6 pes. 25 pes. 


For 2x6, 2x8 and 2x12 
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SEASONAL CAR shortages may 
be eliminated in the future by 
wrapping lumber for shipment 
on flat cars, making it possible 
to unload packaged lumber units 
in less than an hour. 


of $1.50 to $2 per M. b.f. is indi- 
cated. 


Materials covered. Though 
originally designed to cover unitized 
loads of lumber, many dealers are 
storing other building products out- 
doors. Products presently being pro- 
tected by prefabricated covers in- 
clude lumber, roofing, insulation 
board, masonry products, gypsum 
board, cartoned materials, bagged 


products, plywood, lath, shingles 
and millwork. 
At the recent National Retail 


Lumber Dealers Association expo- 
sition in Chicago the ease of apply- 
ing prefabricated covers was dem- 
onstrated to thousands of lumber- 
men. These demonstrations were 
eye-openers for many of the dealers 
who previously wrapped with water- 
proof paper or polyethylene film. 
Other dealers who had shied away 
from the idea of protected outdoor 
storage of lumber realized the mer- 
its of making more effective use of 
their yard space. 
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PLASTIC FILM, exhibited by Don Smith, is making a big 
hit with contractors in concrete work. Building paper 
also is a brisk seller. 


4g el 
TEMPORARY FARM SILOS, made of snow-fence lined 


with waterproof building paper, account for 50,000 square 
feet in protective paper sales for J. M. Young & Sons. 
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Protective covers offer 
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PROTECT AND SAVE 


Profitable New Market for Dealers 


Good markup and variety of uses make treated kraft paper and polyethylene plas- 


tic film fast-moving items for Pennsylvania dealer. 


Sales of protective building paper and plastic cov- 
erings to farmers and contractors by J. M. Young & 
Sons, Belleville, Penna., exceeded the 100,000 square 
foot mark in 1956. 

“Both the paper and the plastic sheets are ‘natu- 
rals’ for lumberyard sales,” says S. Max Smith, sec- 
retary. “The products carry about a 33% markup 
and sales are always on the increase as new uses are 
constantly being discovered.” 

About half of the sales of the laminated (sisal-re- 
inforced, asphalt-bonded kraft) paper are made to 
farmers, who use the paper for temporary silos and 
corn cribs. The firm also sells the paper to builders 
who use it in construction, for concrete curing and 
for temporary materials covers. Most of the polyeth- 
ylene plastic film is purchased by builders, who use 
it as moisture-proof barriers under concrete foun- 
dation slabs and basement floors. 

Snow fence tie-in. “Farmers in our area had a 
bumper corn crop this year,” says Max, “so we had 
a real run on the building paper they needed for lin- 
ing their temporary, snow-fence silos. The paper is 
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used to line the inside of the snow-fence frames and 
also as a top cover. Farmers like the paper because 
it is tough, waterproof and will hold the silage or 
corn in good condition throughout the winter.” 

Fall is the big sales season for the paper as farm- 
ers renew the linings in the temporary silos. As tie- 
in sales, the firm sold about 30 rolls of snow fence 
last fall. Farmers also use the paper in construction 
and for covering machinery stored inside and outside. 

The yard promotes sales of the building paper with 
frequent advertisements in the local weekly news- 
paper. Samples of the paper and descriptive litera- 
ture, which actually show how to build a temporary 
silo, are prominently displayed in the showroom. 


“We've been selling the polyethylene plastic film 
only a short time,” says Max, “but it is moving rap- 
idly already. Use of this film under concrete slabs as 
a moisture barrier will put an end to damp base- 
ments. Many of our contractors also are using the 
plastic film as temporary waterproof covers for ma- 
terials and machines stored outside at the job site,” 
he adds. 
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YOU CAN SELL 
COMPLETE 





FARM BUILDINGS 
OF LUMBER 


easily and 
profitably! 



































Many farmers today demand buildings, not boards. 
And with this versatile easily-constructed building 
you can supply that demand. Developed by the 
agricultural engineering department of Michigan 
State university, it can be adapted to a variety of 
uses ranging from crop or machinery storage to live- 
stock shelter. Easy-to-follow plans simplify con- 
struction to such an extent that your yard men can 
pre-fabricate trusses for you to carry in stock. Best 
of all, a simple estimating sheet enables you to plan 
and price the entire structure. 











To help you sell these useful buildings, West Coast 
Lumbermen’s Association has a program of national 
advertising appearing in leading farm magazines. 
In addition, special handbill material, free news- 
paper mats and free radio spots to use on your local 
stations have been prepared. These sales aids are 
yours for the asking, and will help you take advan- 
tage of a program that’s as versatile as the building 
it was designed to sell. A complete kit containing a 
sample set of plans, as well as an outline of the pro- 
motion material, is being sent to all lumber dealers. 


For more information, write to: 


WEST COAST LUMBERMEN’S ASSOCIATION 
1410 S. W. MORRISON ST., PORTLAND 5, OREGON 


DOUGLAS FIR »« WEST COAST HEMLOCK + WESTERN RED CEDAR «+ SITKA SPRUCE 
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May Ease Boxcar Shortage 

Wrapping and shipping lumber and plywood on 
open cars may eventually relieve the chronic season- 
al boxcar shortage caused by the annual grain har- 
vests, which rob lumber mills of cars when they are 
most needed. Not only is flatcar shipment less ex- 
pensive to load and unload, but the lumber is already 
strapped, wrapped and ready for outdoor storage. 

This load of plywood loaded on an adjustable bulk- 
head car was part of the materials handling demon- 
strations at the National Retail Lumber Dealers As- 
sociation exposition in Chicago last December. Sev- 
eral mills and retail dealers have been experimenting 
with this type shipment for two years. 


Labor Savings 


With prefabricated pallet covers, one man can cov- 
er unit loads of gypsum board, plywood or other 
building materials in a matter of minutes. The unit 
load shown here consists of 60 sheets of 15” gypsum 
board. The cover is laminated, folded and rolled by 
the industrial bag maker. To cover the load, the sheet 
is unrolled on top of the unit so both ends hang even- 
ly. Side sheets are folded outward and tucked around 
the ends. End flaps are glued, stapled or taped. This 
cover is available in 100’ rolls or precut to the deal- 
er’s specs. 


New Wrinkles in Protective Wrappings 


Dealers and manufacturers find a lot of uses for kraft 


paper and polyethylene besides just lumber protection. 


Eliminates Dwindling Stock 
Faced with dwindling inven- 
tories and slow mill shipments 
when demand for millwork was at 
its spring peak, Andersen Corp., 
several years ago, began stockpil- 
ing lumber outdoors during the 
‘ winter months. Using prefabri- 
' cated, reinforced paper covers, the 
Bayport, Minn., firm now stores 
> several million feet of kiln-dried 
lumber outdoors and still main- 
tains the proper moisture content 
so important to millwork manufac- 
turers. Lumber is unloaded from 
railroad cars in the firm’s huge 
sheds and wrapped for storage out- 
doors. 


Lends Quailty 

Besides being a practical meth- 
od of keeping prehung doors clean 
and dry, Rosenthal Lumber & Fuel 
Co., Crystal Lake, IIl., found poly- 
ethylene wrapping added a note of 
quality to the product when it was 
delivered. The poly film is precut 
and laid on the work bench before 
the door is assembled and it takes 
less than a minute to wrap the 
door. 
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STURDI-BILT | 
ACCESSORIES 
TO COMPLETE 
THE HOME 
WORK SHOP 


1518—LOW COST STEEL 
DRAWER 


Attach to any work top. Slides 
easily. Safety catch prevents 
spill. Permanent baked enamel 
blue-grey finish. Hardboard 
bottom. Size 1434" W x 185%” 
Ll x 5” D. Mounting hardware 


You Profit 2 Ways When 
You Offer Sturdi-Bilt 
WORK BENCHES! 


. The Work Bench is essential to all work 
shops. Sell the bench and you'll start an 
endless chain reaction of household proj- 
ects—all using your tools, hardware, lum- 
ber and supplies. 

Sturdi-Bilt Work Benches and Accessories 
are easy to sell—and offer BIG PROFITS! 
They’re made specifically for the home 
work shop. Compare Sturdi-Bilt benches— 


they’re in a class apart for customer appeal, 


appearance, utility and value. Get details 
on the complete line- WRITE TODAY! 














Sturdi-Bilt Benches 
feature the famous 
Seamless Work Top. 
It’s splinter-proof — 
warp-proof — dent- 
proof! Made of solid 
kiln dried wood core, 
laid between smooth 


hard panels of high density wood and plastic 
—fused and sealed under tremendous heat 
and pressure. Smooth, attractive, completely 
finished and lacquered on all sides. 


and channels included. 


DT-200 


“DROPTOP” 


1 FOLDING WORK BENCH 
2381—WORK BENCH LIGHT AND UTILITY TABLE 
Adjusts for height-and swivels. Makes a work bench possible in any 
mst a ee home — regardless of space limita- 

ering. eel, wi . ' il wall 

permanent baked e t tin. tions! Mounts easily on any 
fsh—blve-grey outside, white surface. OPEN — the “DROPTOP” 
ig agg Sgn Dao D, becomes a heavy duty work bench or 
UL, “eptroved. watt a handy multi-purpose wall table. 
CLOSED — it’s flat against the wall, 
out of the way! 


Work top, 60 x 24 x 114” secures to 
two unique, folding steel brackets 
with safety catches. Holds heavy 
weights — won't sway, wiggle or 


bounce! 
2130—POWR-STRIP 
Provides 3 power outlets to 


COUNTLESS USES—in the garage, |: oe - " 
the work bench. Prevents fuse- basement, children’s room, utility ' La AR ororror @ 


SS 


————— a er mee 


blowing. Plug in drills, sand- - 


ers, grinders,. light, etc. Per- 
manent blue-grey baked en- 
amel. 36 L, “ H. Power 
plug at rear. 15 ampere 120V 
AC switched circuit breaker. 
U.L. approved. 


room, laundry, kitchen, dining room. 


DT-100—DROPTOP BRACKETS—make any top surface or table 
a folding wall mounted unit. Available in self-selling display 
carton. Mounting hardware and wrench included. 


STATIONARY af 


WORK BENCH 


3 PREFERRED TOP SIZES—4’, 5’, 6’ 

@ Famous Sturdi-Bilt Solid Core Work Top. 

@ Exclusive “Tension Bolting’ construction— 
actually gives you welded strength without 
welding. 

@ Feet adjust to uneven floors. 

®@ Spacious lower storage shelf of ribbed steel. 

@ Heavy die-formed steel frame and legs with 
permanent baked enamel blue-grey finish. 

; @ Vibration-proof, steady and rigid. 

Saiy soeniee tec sring or @ All benches 334%” high. 

See ae 27" Al porte tac, 1838 -4824-1—48” x 24” x 114” 

quered. Hooks and tools not 184A-6024-1—60° x 24" x Ile 

included. 184A-7224-1—72” x 24” x 1%” 

Gentlemen: Please send me complete details of the Sturdi-Bilt line and 1 

how | can profit from the sale of Work Benches and accessories. Dept. Al-2 | 


TR-2448—TOOL RACK 

Different from any you've seen! 
Perforated light tan hardboard 
panel slides into steel and 





PATENTED 
“TENSION BOLTING” 
Frame and legs interlock 
and hold tight by a con- 
stant tension — can’t sway, 

wiggle or vibrate. 











Sturdi-Bilt <a 


STEEL PRODUCTS, INC. Company 
Address ee ee 


2501 Peterson Ave. Chicago 45, Ill. jn iillanrias 
| a 


mmm 
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ARMSTRONG 
CUSHIONTONE 


Armstrong CE 


+COVER cracn 


SAD QUIET AND aeay 


ILINGS 


wit 
Se lie Armstrong 
WTO THE = “EusmonTont 
UO PPERENCE : 


A sound box demonstrates quiet An installed ceiling shows beauty 


What an opportunity to really demonstrate what sound conditioning can do in a home! 


Now, 


through national TV demonstrations on the Armstrong Circle Theatre, your customers will see the 


difference 


and hear the difference a Cushiontone ceiling makes. 


Millions of families in these 97 areas wil] learn about the new home comfort of 
sound conditioning. 


Live Network (9:30-10:30 p.m. New York Cit 


Abilene, Tex. 
Albany, Ga. 


Albuquerque, N. M. 


Amarillo, Tex. 
Atlanta, Ga 
Baltimore, Md 
Bangor, Me 
Birmingham, Ala. 
Boston, Mass 
Buffalo, N. ¥ 
Charleston, S. C, 
Chicago, III. 
Cincinnati, O. 
Cleveland, O 


Colo. Springs, Colo. 


Columbus, O 
Davenport, lowa 
Dayton, O 

Des Moines, Iowa 
Denver, Colo 
Detroit, Mich. 


Erie, Pa. 
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Evansville, Ind. 
Fargo, N. D. 
Fayetteville, N.C. 
Ft. Wayne, Ind. 
Ft. Worth, Tex. 


Grand Rapids, Mich. 


Great Bend, Kans. 
Greenville, S. C. 
Harrisburg, Ill. 
Hastings, Neb. 
Houston, Tex. 
Huntington, W. Va. 
Indianapolis, Ind. 
Jackson, Miss. 
Johnstown, Pa. 
Kansas City, Mo. 
Knoxville, Tenn. 
Lake Charles, La. 
Lancaster, Pa. 
Las Vegas, Nev. 
Little Rock, Ark. 
Louisville, Ky. 


y Time) 


Memphis, Tenn. 
Mesa-Phoenix, Ariz. 
Miami, Fla. 
Milwaukee, Wisc. 
Nashville, Tenn. 
New Britain, Conn” 
New Orleans, La. 
New York, N. Y. 
Norfolk, Va. 
Oklahoma City, Okla. 
Omaha, Neb. 
Peoria, Ill. 
Philadelphia, Pa. 
Plattsburg, N. Y. 
Portland, Me. 
Providence, R. I. 


Raleigh-Durham, N. C. 


Richmond, Va. 
Roanoke, Va. 
Rochester, Minn. 
Rochester, N. Y. 
Saginaw, Mich. 


Salt Lake City, Utah 
San Antonio, Tex. 
Schenectady, N. Y. 
Shreveport, La. 
Sioux City, lowa 
Sioux Falls, S. D. 
St. Louis, Mo. 
St. Paul, Minn. 
South Bend, Ind. 
Springfield, Ill. 
Syracuse, N. Y. 
Yuma, Ariz. 
M 


Tampa, Fla. 

Tucson, Ariz. 

Tulsa, Okla. 

Utica, N. Y. 
Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kans. 
Wilkes-Barre, Pa. 
Winston-Salem, N. C. 
Youngstown, O. 


(7-day delay—9:30 P.M. 


ountain Time) 


The following stations carry the Circle Theatre on a 


delayed basis. It w 


ill be seen at 9:30 Los Angeles 


Time the same evening as the “live” show. 


Eugene, Ore. 
Fresno 

Los Angeles 
Portland 
Sacramento 
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San Diego 

San Francisco 
Seattle 
Spokane 
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ON TELEVISION! 


Armstrong Circle Theatre 
A full hour show — live from New York 
NBC-TV alternate Tuesdays 9:30 P.M. EST 





Your success in selling Cushiontone 
ceilings to the huge home remodeling 
‘ g g § 
S p rin g Sc h ed U le and new construction markets makes it 


possible to increase again one of the 


FEB. 5 ~ FEB. 26 biggest advertising programs in the en- 


tire building field. In addition to ads 


APR. 16 = MAY T in Life, Better Homes & Gardens, The 


American Home, and Sunset, network 











television will carry the Cushiontone 
story into still more homes in your 
area. This means more interest, more 
demand, and more sales . . . for you! 


Tie in your yard with this big, new 
advertising program. Free Cushiontone 
ad-mats, TV slides and radio spots, dis- 
play ideas, installation booklets, and 
mailing enclosures are yours for the 


: asking. Just call your Armstrong or 

* " wholesaler salesman or write Arm- 

e@ strong Cork Company, 3502 Rieker 
—. Avenue, Lancaster, Pennsylvania. 


(Armstrong BUILDING MATERIALS 


TEMLOK® ROOF DECK ¢ TEMLOK SHEATHING ¢ TEMLOK TILE * CUSHIONTONE® CEILINGS 
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GUARANTEED PRICE for complete house package lures home-buying prospects to the 
Valentine showroom. Salesman Ben Clark briefs a prospect on the plan. 


Guaranteed Materials Price 


Helps Sell 68 Homes 


Read how a New England dealer promotes conventional 
homes to builders and consumers by offering all materials 


at a guaranteed price. 


Within 18 months, Valentine 
Lumber & Supply Co., Springfield, 
Mass., has sold 68 conventional 
houses by offering consumers and 
builders a guaranteed price for the 
complete materials package. 

“The idea of the guaranteed price 
is the sound, logical way to make a 
profit and defeat price-cutters at the 
same time,” declares Cowles, “but 
it isn’t easy. Just because you have 
a gimmick on a piece of paper 
doesn’t mean the job is sold, but it 
does make it worth fighting for. 
And once the job is sold, you have it 
at a fair markup.” 

The success of the idea, empha- 
sizes Cowles, is based on two condi- 
tions: first, you’ve got to do a good 
selling job on the merits and com- 
pleteness of the plan; second, you’ve 
got to know your business when it 
comes to estimating. 
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Under the title of ‘Valentine’s 
Feature Homes,’ the firm started 
promoting the idea of “guaranteed 
price for everything needed” early 
in 1955. The three estimators took 
off an all-inclusive materials list on 
19 plan service homes. The materials 
cost of the homes ranged from 
$3,500 to $5,800. 

The feature homes were promoted 
in Sunday newspaper advertising 
and in store displays. Major empha- 
sis was placed on the guaranteed 
price, complete materials list, top 
quality brand-name materials and 
expert service. The 19 homes were 
a good base for figuring, but in most 
cases buyers either altered the plans 
or furnished their own plan. Esti- 
mators took off new lists for the 
total price as needed. 

With an attorney’s assistance, 
the dealer drew up a simple sales 


contract that both the dealer and 
the home buyer (or contractor) 
signs. The dealer does not start 
materials deliveries until the home 
buyer has obtained financing. Only 
in rare cases does the dealer find it 
necessary to advise a customer 
about where or how to obtain fi- 
nancing. Cowles points out that 
most prospects have no difficulty 
arranging their financing with local 
institutions in Springfield or nearby 
towns. 

50% do-it-yourself. About 50% 
of the homes sold by the company 
go to buyers who perform part of 
the erection or finishing work them- 
selves. Dealer salesmen frequently 
go to the job site to advise do-it- 
yourself builders. The firm does no 
building itself. 

“The guaranteed price system has 
worked out well for us,” says 
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HOUSE SALES ROOM, which has mounted pictures of the DETAILED MATERIALS LIST board, which lists all items includ- 
“feature homes" and a large table for customers to pore ed in the sale. Includes kitchens and appliances, but no utilities. 
over plan books. 


DISCUSSES SPECIFIC PLAN, which may 
or may not be in the firm's sales book of 
19 feature homes. General manager 
Mark B. Cowles points out features of 
one model. 





BUILDERS ALSO APPROVE the guaran- 


pete ah cag ee one ar henge Three Advantages of Guaranteed Price 
and project builder Paul R. Hogan talk 


over plans in front of one house that sold 


for $23,500. . , : 
. Here are three advantages of a guaranteed home price to the dealer 


builder and home buyer as discovered by general manager Mark B. Cowles: 


1. The dealer sells the complete materials list at one time at a full profit 

with both parties signing the contract. This eliminates the fight for 
Cowles, “and we have had no com- . cal 
plaints from buyers. In fact, word- separate, partial orders of material. 
of-mouth recommendation by satis- : 
fied customers is our best source . Speculative builder, who also gets the benefit of the guaranteed price 
for sales leads. at normal discount, has the advantage of benefitting from the more 


Valentine Lumber & Supply Com- poe pan 
pany’s gross volume is po split accurate and complete estimating facilities offered by the yard. 


between contractors and homeowner 
ee ae eke eee 7 . The individual home buyer, who may or may not do part of the work 
addition to Mark B. Cowles, general himself, is guaranteed his total materials cost at the start. Buyer 
manager and treasurer, other offi- avoids the danger of under-financing and the possibility of being 
cers are: Richard W. Cowles, vice- . o bill" completion. 

president; Raymond Lord, vice- faced with a 10% “extras bill’ on P 
president; and Ben F. Clark, Jr., 
assistant secretary. 
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TOWN MEETING ROOM makes the lumberyard an integral 


Jenkins-Essex has received several 


part of community affairs. 
citations for its civic spirit. 








Ne 














me 
ed * 


INSET: GLASS AND METAL FACADE combine to create the 


most modern store front in town. Maroon Carrara glass is used 


to face the supporting members. Second floor meeting room is 
faced with fluted aluminum. 


COMMUNITY ROOM 


Increases Store Traffic 


Kentucky dealer’s store traffic jumped 300 people week- 
ly after opening Town Meeting Room. 


When civic-minded officials of 
Jenkins-Essex Co. planned the re- 
modeling and expansion of the 51- 
year-old yard, they elected to set 
aside part of the second-floor addi- 
tion for a meeting room for use by 
community groups. ; 

“We have anywhere from two to 
four meetings a week,” says J. Ray 
Jenkins, president of the Elizabeth- 
town, Ky., firm. “This brings about 
300 people a week into our show- 
room and when you get that much 
increase in store traffic, you’re 
bound to get an increase in busi- 
ness.” 

The second-floor Town Meeting 
Room is available without charge 
to any club or civic group in the 
community. The room is air-condi- 
tioned and seats 150 comfortably. 
An efficiency kitchen is provided to 
prepare light meals and luncheons. 
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Creates parking area. Normal 
business operations were continued 
while the old building was torn 
down. Temporary offices and stor- 
age space was set up in the old ware- 
house. With the addition of a second 
floor, some of the ground area of 
the old structure was used to create 
a 25-car parking lot. The availability 
of this parking area has helped 
bring business into the showroom. 
Jenkins-Essex is located one block 
from the heart of town and parking 
space is at a premium. 


Showroom stresses flexibility. 
“Our showroom is about as flexible 
as any in the country,” says man- 
ager Henry L. Skidmore. “Fixed 
displays are kept at a minimum so 
we can alter the interior to suit our 
current merchandising program.” 
The flexibility of the showroom 
makes possible rearrangement of 


shelves, islands and display panels 
without disrupting store routine. 


Jenkins-Essex carries a complete 
line of building materials from 
foundation materials to finish hard- 
ware and paint. The firm operates 
its own concrete block and pipe 
plant. 


Second floor warehouse. Mill- 
work, metal specialties and other 
light items are stored on the second 
floor next to the Town Meeting 
Room. These products are moved 
up and down from the second floor 
on a 54” reversible belt conveyor. 

J. R. Jenkins, president of the 
firm, is a former president of the 
Kentucky Retail Lumber Dealers 
Association and a son of one of the 
men who founded the firm 52 years 
ago. Sam Dibble, Jr., and C. E. Wet- 
terer are vice-presidents. 
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14" ExPOSURE 


The original Homasote Siding 
was successfully introduced 25 
years ago—and found a quick 
acceptance. Then came World 
War II and the diversion of our production to war housing. 
This was followed by a huge backlog of demand for Stand- 
ard Homasote in 8’ x 14’ sheets. 
Now a greatly increased capacity permits us to produce the 
new, improved Homasote Beveled Siding — with all the 
old qualities and some important new features. 


On the score of Beauty, Homasote Beveled Siding offers... 


1. Your choice of 14” or 10” exposures. Supplied in 16” 
and 12” widths—and in 2’-8”, 8’-0” and 10’-8” lengths. 


2. In either width, the same luxurious, deep shadow lines 
that add so greatly to architectural design. 


3. Homasote Beveled Siding holds paint far longer than 
does wood —and thus retains its fine appearance for a 
longer period of time. 


4. Because Homasote is split-proof and crack-proof, this 
siding is trouble-free. 


On the basis of Serviceability, Homasote Beveled Siding offers... 


5. On the lower inside of each piece, a 45° beveling estab- 


WEATHERPROOE 


‘| HOMASorTE 


te INSULATING. BUILDING 


BOARDS 


{ —IN SIZES UP TO 





—IN A WIDE vari 
TY 
OF FORMS AND THickNesses 


i 
HOMASOTE 


TRENTON 3, 


COMPANY 


NEW JeRsey 


The new, improved HOMASOTE ————~~- 


beveled siding 


with 10 major-value features 


lishes an efficient drip cap—a revolutionary, new feature 
that means prolonged life (as well as finer appearance). 
6. Because Homasote is a dense, homogeneous fiber board, 
this method of siding adds greatly to the insulating value 
of the outside walls. 


7. Because Homasote resists to a high degree the passage 
of air, heating bills are reduced. 


8. Because of Homasote’s great resistance to the absorption 
of moisture, the house is free from dampness and mildew 


9. Both the material and the method of application assure 
long life for the finished job. 


10. Because Homasote is weatherproof, the siding need not 
be painted until convenient. Also— if weather causes an 
interruption in the application, there will be no weather 
damage to the pieces already applied. 


On Pages 31, 32 and 54-57 of the newly-revised Homasote 
Handbook, you will find the know-how of Homasote Bev 
eled Siding. If you haven’t yet secured your copy, write for 
it today. In this 68-page handbook, architects, builders and 
dealers are finding a wealth of valuable information on all 
phases of frame construction. It took 46 years of experience 
and $500,000 of intensive research to write this book. It 
is free for the asking. Kindly address Department B-15 


HOMASOTE conan 


TRENTON 3, NEW JERSEY 
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Display Protects Air Duct, 
Promotes Specials 


By placing a low table over the 
air duct next to its showroom win- 
dow, Jenkins-Essex Co., Eliza- 
bethtown, Ky., uses this area to 
promote seasonal items and spe- 
cials. Recently this area was used 
to display the various lines of floor 
waxes and flax soaps. The display 
in no way interferes with air cir- 
culation in the air-conditioned 
showroom, but it prevents custom- 
ers from walking on the grill. 


Sign Promotes Product 


The advantages of aluminum win- 
dows are pointed out effectively by 
Hill Harris & Co., Alexandria, La. 
in a special sign covering one side 
of a building. Beauty, economy, 
ease of operation, increased visi- 
bility and permanence are point- 
ed out, also immediate delivery. 














Board Keeps Track of Yard Personnel 


Keeping track of office and sales 
personnel was a headache for the 
switchboard operator at Forkner- 
Manger Lumber Co. till the Ander- 
son, Ind., firm developed a board 
to indicate who was in or out of the 
office, and if he was out, what time 
he intended to return. 

“Previously it was a matter of 
getting on the intercom system and 
checking the yard and offices to 
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learn if someone was in the yard. 
Now it’s no longer necessary to tell 
her you’re leaving, all you do is 
slide the indicator to whatever 
time you intend to return. Even 
customers coming into the yard 
look over the board to see if their 
favorite salesman is in. That’s one 
of the reasons we use only first 
names on the board. “Few custom- 
ers can remember last names.” 


One-Foot Marker 


When lumber is cut in two-foot 
multiples, it’s easy to judge length. 
However, current grading rules for 
California redwood and western red 
cedar permit random lengths from 
3 to 20 feet in one-foot multiples. In 
yards where small stocks of these 
species are carried, the one-foot 
multiple presents no problem. 

However, in a yard like that of 
Midway Lumber Supply, Portland, 
Ore., where the bulk of lumber 
stocks is in finish in these species, 
the warehouseman’s problem may 
be difficult. It is hard to glance at 
a board and accurately estimate its 
length. Warehouseman Chris Nei- 
berger at Midway Lumber Supply 
solved his problem by putting a 
measuring pole on each stand-up 
storage bin. The pole with its one- 
foot markings is used primarily for 
filling orders rather than in putting 
up stock in the bins. 
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Specials Spur Sales 


To stimulate mid-week trade, 
Capitol Lumber Co., Hartford, 
Conn., promotes “Wednesday Spe- 
cials” to increase store traffic. So 
effective is this promotion that 
the showroom is kept open Wednes- 
day evenings for the convenience 
of bargain hunters. Specials, 
usually seasonal items, are promot- 
ed in two daily newspapers. These 
have included such items as wheel- 
barrows, paint, plywood, ladders, 
rock salt, snow shovels, lawn seed 
and screens. 





How to Sell Legs 


The Jorgenson Lumber Co., 
Fond du Lac, Wis., uses radio and 
newspaper advertising and win- 
dow displays to pull wooden and 
wrought iron table legs. 

The firm displays a lot of table 
legs in its front window ledge, puts 
spotlights on the area at night and 
also advertises that it has one of 
the largest stocks of table legs in 
the area. This combination of sell- 
ing effort brings in customers from 
a 30-mile area. 
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BARBEQUE 


BORDER 
FENCING 





GARDEN 
TRELLISES 


TM 


ROLL 


BARBEQUE FENCE 


CARTS 


UMBRELLA 
TABLES 


TRELLISES 

















ttt 


PICKET 
FENCING 


CHILDREN’S 
SETS 





CAPTAIN'S 
CHAIR 


GARDEN 
PERGOLAS 


FLARED 
TRELLISES 





EXPANSION 
TRELLISES 


CONCORD 


WOODWORKING COMPANY 


10 Beharrell St., West Concord, Mass. 
1399 Holly Avenue, Columbus 8, Ohio 
21 West Taylor St., Chicago 5, Illinois 


RANCH 


EN ARCHES 
FENCING GARD 





CHICAGO eWEST 
ILLINOIS » CONCORD 


cotumaus “45S. 
10 


KEY SHIPPING 
POINTS FOR 


PROMPT DELIVERY 
LOWER FREIGHT 


FREE CATALOG — Mail Coupon 
CONCORD WOODWORKING CO. 


Please send price lists and catalogs: 
: Company 
Attention of 
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DEMONSTRATES FEATURES of disappearing attic stairway. 


Bob Street, left, Street 


Lumber Co., South Hadley Falls, Mass., makes good use of a scale model to sell 
customer. 


Stairway 


STORE DEMONSTRATION helps sell! pros- 
pect at the Wilbur Lumber Co., Wauke- 
sha, Wis. 
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to Profitable Sales 


Attics and garages need disappearing stairways. 
Lumber dealers tell how they sell this important spe- 


cialty item. 


A spot check of lumberyards 
throughout the country indicates 
that the sales of disappearing at- 
tic stairs offer a tremendous po- 
tential which is almost untapped. 

Thousands of post-war homes 
were built without a permanent 
access to the attic. Most home- 
owners accumulate possessions 
which demand additional storage 
space. Dealers are promoting sales 
to both the contractors and home- 
owner market. Full-size or scale- 
model attic stairways are used to 
attract attention in the display 
rooms and newspaper and direct 
mail advertising stimulate addi- 
tional sales. 


Bob Street of the Street Lumber 
Co., South Hadley Falls, Mass., 
started with a complete attic stair- 
way in his showroom, but later in- 
stalled a scale-model when he low- 
ered his ceiling following a remod- 
eling job. 

“After that, if I wanted to dem- 
onstrate,” said Bob, “It was a mat- 
ter of going out into the yard or 
losing the sale. With the model, 
seeing and pulling the string 
which lowers the stairway makes 
for believing and the hand rails 
are right there to see. 

“Most women just won’t go 
down an attic stairway without 
handrails,” adds Bob, “especially 
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with an armload.” 

On Long Island, New York, 
where the tract builders erected 
thousands of small homes with un- 
finished attics, a number of lum- 
ber dealers are doing a good sales 
job with disappearing attic stair- 
ways. 

“We sell about 100 disappearing 
attic stairways every year to con- 
tractors for both new construction 
and remodeling,” says A. Cerdan, 
secretary-treasurer, Sorries Supply 
Co., Inc., Freeport, L. I. “Our sales 
are high because we do a tremen- 
dous amount of direct mail promo- 
tion to 1,000 builders and remodel- 
ing contractors. 

“At least one of our new home 
builders cuts an opening in the at- 
tic floor and offers the stairway as 
an optional item. We have a full- 
size stairway in the showroom and 
a portable model is available to our 
three outside salesmen. We find that 
an attic fan makes a natural tie-in 
sale.” 

One sales angle promoted by the 
Bayport (L.I.) Lumber Co. and 
often overlooked by many dealers is 
the use of disappearing stairways 
for garages. 

“Many one and two-car garages 
are built with considerable space 
under a peaked roof,” points out 
manager Bill Hallock. “We’ve sold 
many stairways to homeowners who 
Want easy access to the storage 
space above the rafters in their 
garages. About half the sales are 
made to builders for both new con- 
struction and remodeling and the 
rest to homeowners who install the 
units themselves. We sell from two 
to four units each month.” 

Although most of its sales of dis- 
appearing stairways are made to 
contractors, three sales to home- 
owners were made one recent month 
by the East Hampton (L.I.) Lumber 
Co. as replacements for cheaper 
units, acording to assistant manager 
Bob Mulford. 

Year-around sales of two to six 
units per month are made by the 
Whitbread Sons’ Lumber Co., Long 
Beach (L.I.), says Mrs. Ruth 
Croucher. The firm often uses a 
show window display to attract at- 
tention. 





SALES TRAINING 
for 
YOUR EMPLOYES 


One of the best methods is to show 
them the many fine motion pictures 
prepared for this industry. We have 
just printed a list of 130 films which 
makes selection organized, efficient. 
Every late movie from “ABC’s of Deco- 
rating” to “Woodworking Tools” is 
covered and fully described. Send in 
for your copy today, the price is just 
50¢. American Lumberman, Inc., 139 
N. Clark, Chicago 3, Ill. 
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PE SURFORM. 


Sensational new SURFORM. 
the tools everybody wants 


These are the tools everybody wants. Stanley SURFORM 
forms the surface of plywood, floor tile, hard rubber, 
plastics, aluminum — even mild steel. It smooths wood 
— cross grain, with grain and end grain — 12 times faster 
than other wood forming tools without clogging. It’s easy! 
It’s safe! It’s another Stanley first. 


Stanley SURFORM 
Plane type—No. 296 $3.69 


Stanley SURFORM 
File type—No. 295 $2.69 


In the colorful “tell and sell” merchandiser shown above 
you get 6 No. 295 and 6 No. 296 Stanley SURFORM 
tools in handsome individual packaging. Extra replace- 
ment blades available to sell at 98¢ each. 

See Stanley SURFORM advertising in The Saturday 
Evening Post, American Weekly, Popular Science, Popular 
Mechanics, Mechanix Illustrated, Science and Mechanics, 
Carpenter, Home Craftsman, Family Handyman, and 
other media that reach the people who buy from you. Tie 
in and cash in, with Stanley SURFORM. 


Your whelesaler has Stanley 
“SURFORM” now. Fer a supply of 
useful stuffers write, Stanley Tools, 
Division of The Stanley Works, 
122 Elm. St., New Britain, Conn. 


STANLEY 


Circle No. 24 on Coupon, page 80. 





STANLEY 


Electric 
Tools 


| aes $4g’ 


Heavy duty orbital sander 


does more... costs less 


It’s new! It’s heavy duty! It’s Stanley! 

And the H36 does more — 
Because it sands faster than other orbital sanders. 
Because the ball bearing motor runs cool and stays cool. 
Because the pad is wide and absolutely flat. 
Because full power is delivered to the pad. 
Because it is perfect for flush sanding. 


the H36 costs less — 


less than any comparable heavy duty orbital sander sold today. 


H336 Orbital Sander Kit — $58.95 


National Advertising 
Your customers will see Stanley Sander 
advertising in February, March and April 
issues of The Saturday Evening Post, 
Popular Mechanics, Popular Science, 
Mechanix Illustrated, Science & Mechan- 
ics, American Builder, Practical Builder, 
Building Products, Carpenter, Home 
Craftsman and Family Handyman. Tie in 
with your own ads — mats are available. 


NOTE: Order both new Stanley Sanders in H7 unit from your 
wholesaler and get handsome merchandiser FREE! 

Your wholesaler has the new Stanley Sanders now. For full details, 
catalog, envelope stuffers, etc., write Stanley Electric Tools, Division 
of The Stanley Works, 122 Myrtle Street, New Britain, Connecticut. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric 
tools, drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts,.chemicals, 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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4DEA -A-MINUTE 


Cash for Your Ideas! 


Got any good ideas that are work- 
ing for you — something that you 
thought up yourself? If so, why not 
mail them in to us? The address is 
American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. We'll 
pay you $3 for each item used. They 
can be as long as a column or as short 
as a paragraph. The ones used on 
this page will give you an idea. 

—The Editors 


Chain of Events 


We received an order to design 
and erect a new store front for a 
leading mail order department store 
in our town. We designed and sold 
the job in our home town and this 
led to several similar sales from 
the same chain stores in other com- 
munities. — Charles E. Hopkins, 
Harris Lumber Co., Inc., Provi- 
dence, R. I. 


Sells "Chic Sales" 


We offered rural customers engi- 
neered outhouses and sold more 
than 365.—John Watson, Valley 
Lumber Co., Vancouver, B. C. 


Manufacturers’ Leads 

Our salesmen make a_ special 
point of following up all sales leads 
that we receive in the mails from 
manufacturers. The leads not only 
bring in sales on the items the 
homeowners inquired about, but 
they are excellent door-openers that 
lead to sales of other items like 
kitchen and remodeling packages.— 
William Beach, assistant secretary, 
Lampson Lumber Co., Inc., New 
Haven, Conn. 


Finding Building Sites 

To fully control the sale of a 
house job, the dealer often must 
have the lot. To accomplish this, a 
dealer in Oklahoma advertises in 
the classified ad column for building 
sites. He then erects a large sign 
on the lots purchased, advertising 
the fact that this choice building 
site is all ready for a home from his 
lumberyard. — Arthur A. Hood, 
editor, American Lumberman, Chi- 
cago, Ill. 


Tools for Schools 


Recently we received an invita- 
tion from a school to bid on $12,000 
worth of tools for manual training 
classes. The school pointed out that 
they wanted bids on tools that 
would be equal in quality to those 
sold by a leading mail order store. 
We sent in a bid based on the mail 
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order firm’s tools and — 4 . , 
one-third markup. The branch o | 

the mail order firm in our town STAN LEY ectric 
failed to bid for the order, so we 
got the sale. Millard E. E. Ash- 
ley, president, M. F. Ashley & Co., 
Inc., Attleboro, Mass. 


Successful Sales Catalog 


We have a 1955 Home Supplies 
Catalog that we distribute from our 
seven yards that has proven to be 
most effective in bringing in sales. 

Donald W. Smith, manager, 
Briggs Lumber Co., Norwich, N. Y. 


Satisfies Sweet Tooth 

We give a lollipop to every child 
who enters the store with his par- 
ents. The result is that almost in- 
variably the satisfied child will 
bring his parents back to the store 
for another purchase—and another 
lollipop. Robert J. Pitcher, 
Pitcher Fuel & Supply Corp., El- 
mire, Heights, N. Y. 


Yankee Thrift 
Yankee ingenuity and Yankee Heavy duty belt sander 


thrift have played an important 
part in our history. At the same a { 

time, they have provided us with oes more eee costs ess 
some wonderful stories. Two of 
the best we have heard in years 
come from New England lumber 
dealers. 


It’s new! It’s heavy duty! It’s Stanley! 


There is the Massachusetts deal- And the H31 does more — 
er’s story of the man who blew in Because it sands faster than other belt sanders. 


one day during a bad snowstorm ; 
and bought four bags of cement. Because the ball bearing motor runs cool and stays cool. 


He wanted it for ballast to keep Because the drive belt delivers full power to the sanding belt. 
his car from skidding on the icy Because it doesn’t need constant lubrication. 

roads. Then three days later when cae . oe 

the weather moderated, he came Because it is heavy duty and has a long working life. 
back to ask if he could return the Because it has a low noise level in use. 


cement and get his money back. 
, he Pg: Pag setts GMa the H31 costs less — 


After all, he said, the b hadn’t 
even been opened. fis less than any comparable heavy duty belt sander sold today. 


But Capitol City Lumber Co., National Advertising 
Hartford, Conn., has one that tops f Your customers will see Stanley Sander 
them all. One of their customers advertising in February, March and April 
needed a bedboard. His sister was ecaailbeagln te Saturday Evening Post, 
coming for a visit and because of aca eg tere gE — po oath 
3 ies 2 3 ecne ated, science & Mecnan- 
a bad back she had to sleep on a : sd ics, American Builder, Practical Builder, 
sete —_— It yong ce Be - Building Products, Carpenter, Home 
plywoo shortage an aplto Craftsman and Family Handyman. Tie in 
didn’t have the 4x6 piece he H331 Belt Sander Kit — $96.95 = with your own ads — mats are available. 
ee = tae ae ae NOTE: Order both new Stanley Sanders in H7 unit from your 

: ype . wholesaler and get handsome merchandiser FREE! 
9g 


he came in one day and said he : oe : 
had a 4x6 piece of plywood he Your wholesaler has the new Stanley Sanders now, For full details, 
didn’t need and wondered if Capi- catalog, envelope stuffers, etc., write Stanley Electric Tools, Division 
tol would take it back and give of The Stanley Works, 122 Myrtle Street, New Britain, Connecticut. 
ly item gl ihe AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
month’s bill he hit the ceiling, be- 
cause it was for the 4x6 piece and ; A N L FY 
he wanted credit for the whole 

4x8 that had been cut for him two 
hich a “ a he City, This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric 
one Ht tg the ‘adieu ~ = tools, drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts, chemicals, 
come to the entire cost of the ion steel and steel strapping——-made in 24 Stanley plants in the United States, Canada, England and Germany 
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Facts You Should Know About Masonry Reinforcement 


By Edwin L. Saxer: Professor and Chairman, Civil Engineering Department, University of Toledo 


For some time, there has been a growing tendency 
to rely on-steel reinforcing in mortar joints to 
improve the capacity of masonry walls to resist 
the stresses which develop. 

The usage of joint reinforcement has often 
proven unsuccessful in the past. The chief reason 
for this has been the failure to use reinforcement 
in more than every third or fourth joint—a 
practice which provides little or no benefit to 
the intermediate joints. 

A contributing factor in many cases has been 
the inability of some forms of reinforcing to 
develop adequate bond strength. 

As a result of research at the University 


of Toledo, and at other laboratories, the prin- 
ciples of effective joint reinforcement are now 
well understood. All indications point to the 
fact that reinforcement should be used in every 
joint, or at least in every other joint, to insure 
reasonable effectiveness. 

Our research on the effectiveness of Key-Wall 
leads us to the following conclusions: (1) The 
design of Key-Wall results in a highly efficient 
distribution of steel. (2) The use of Key-Wall 
can reduce significantly the cracks resulting from 
shrinkage of the masonry; and (3) Key-Wall is 
effective in improving the lateral strength char- 
acteristics of masonry walls. 





















why it pays to sell . | 


the new type of masonry reinforcement that. 
gives greater value at lower cost 


The effectiveness of Key-Wall has been clearly demonstrated by tests 
at the Research Foundation, University of Toledo. 

It’s being specified and used by leading architects and builders 
today. It will offer you advantages on any jobs you build. 

Key-Wall is made for the following wall thicknesses: 4”, 6”, 
8”, 10” and 12”. 








@ Improves mortar joint because 

multi-directional reinforcement 
@ Adds effective lateral strength holds mortar in place; gives bet- 
ter bond 





@ Reduces shrinkage cracks 







@ It's galvanized to prevent rusting 







... assures maximum bond @ Masons welcome it, because it's 

: ; easy to handle; easy to cut and 

@ Lap joints give continuous rein- fit; doesn't interfere with joint 
forcement thickness 









@ Does not interfere with bedding You save on material cost, as 
of units well as labor cost 






FREE—SAMPLE AND TEST REPORT 


KEYSTONE STEEL & WIRE COMPANY 
PEORIA 7, ILL. 









Please send me free sample and copy of Key-Wall masonry report made 
by the Research Foundation, University of Toledo. 







Name 
















Firm 









Street 





City 





MOTION AND SOUND comparisons of copy-typing versus photocopying, conducted by 


the American Photocopy Equipment Co., 


Chicago, show the authentic movement 


involved in copy-typing only three lines of copy. Inset reveals blasts of noise (left) 
versus a low, pleasant sound range produced by APECO photocopy equipment (right). 


Photocopy Fights Office 
Fatigue, Inefficiency 

Photographic studies recently 
conducted by the American Photo- 
copy Equipment Co., Chicago, illus- 
trate how the firm’s automatic 
photocopy unit, the Auto-Stat, can 
replace copy-typing and eliminate 
office fatigue. The study revealed 
that copy-typing involves excessive 
motion, noise, plain hard work for 
the typist, with every motion sub- 
ject to error or omission. 

It was found that a typist copying 
any ordinary business letter con- 
sumes from 10 to 15 minutes and 
that 2,000 separate motions are in- 
volved with every motion subject to 
error, while photocopy involves only 
six, easy movements and is not sub- 
ject to error. On APECO’s Dial-a- 
matic Auto-Stat, copies of every- 
thing from correspondence to blue- 
prints may be made in seconds, thus 


OBITUARY 


Douglas Knox Bemis, 53, vice- 
president of the Ozan Lumber 
Co., Prescott, Ark., died sud- 
denly of a heart attack in the 
firm’s offices Nov. 27. Well- 
known in the industry, he was 
president of the Delight Oak 
Flooring Co.; director, Arkansas 
Wood Products Assn., and chair- 
man, Arkansas Forest Products 
Industries Committee. Survivors 
include the widow, Julia; a 
daughter, Jessica, and a_ son, 
Douglas Knox Bemis, Jr. 











Winners of Capitol 
Products Sales Contest 


A consumer, a salesman and a 
lumberman each won a 1957 Ford 
Ranch Wagon in a national sales 
contest sponsored by Capitol Prod- 
ucts Corp., Mechanicsburg, Penna. 
The winners are Adolph V. Daniel- 
son, Grand Rapids, Mich.; Marinus 


Richard Bane, Concord Lumber Co., 
Inc., Albany, N. Y. The contest, 
Capitol’s Millionth Door Jubilee 
Contest, was the largest of several 
Capitol sponsored throughout 1956. 
It drew over 500,000 entries. 


Long-Bell Joins the 
International Paper Co. 


Completion of the merger of The 
Long-Bell Lumber Co. and Long-Bell 
Lumber Corp. into International 
Paper Co. is reported by J. D. Le- 
land, formerly president of both 
Long-Bell companies. The comple- 
tion of the merger is also confirmed 
by John H. Hinman, chairman of the 
board of International Paper Co. 

The Long-Bell organization has 
been a major producer and merchan- 
diser of lumber and Douglas Fir and 
Ponderosa Pine plywood for many 
years. Its properties—woodlands, 
sawmills and plywood plants, prin- 
cipally in the Pacific northwest, and 
retail building material stores and 
jobbing houses in a number of states 

are all included in the merger. The 
Long-Bell operations will continue 
as the Long-Bell Div. of Interna- 
tional Paper Co. 

Leland, who has been elected a 
vice-president of International Pa- 
per Co., will be in charge of the 
northwest operations with head- 
quarters at Longview, Wash. R. A. 
L. Ellis, formerly vice-president of 
Long-Bell, is now a vice-president 
and director of International Paper 
Co. and will continue to make his 
headquarters in Kansas City, Mo. 
He will direct the retail division and 
southern plants. E. H. Houston and 
Richard E. Wallace will continue to 
function as general sales manager 
and manager of lumber sales, re- 
spectively. 

Leland said, ““‘We want to thank 
our customers for their long and 
valuable association with us in the 
past. We assure them that our mer- 
ger with International Paper Co. 


eliminating excessive motion and 
the high cost of copy-typing. 


Matthysse, 





COMPANIES ANNOUNCE 


J. M. Brown, Jr., one of the owners of Pack River Tree 
Farm Products, Spokane, Wash., was elected to offices 
in two groups recently. In Victoria, B. C., he was chosen 
Idaho vice-president of the Western Forestry and Con- 
servation Association at its 47th annual meeting; in Boise 
the Idaho Chamber of Commerce elected him to a three- 
year term on its board of directors. 


New officers of the Sliding Glass Door and Window In- 
stitute for 1957 are: Frank B. Miller of the Frank B. Mil- 
ler Mfg. Co., Burbank, Calif., who succeeds Herbert Shull, 
Malibu Mfg. Corp. as president of the industry group; 
Murrell Spence, first vice-president; George Radford, sec- 
ond vice-president; Lauro Bourland, secretary and Charles 
Walker, treasurer. William Watkins, pioneer in the sliding 
door field, was elected honorary vice-president. 


Sherwin-Williams Co., Cleveland, announces the appoint- 
ment of William W. Gram as assistant to the president. 
He succeeds E. Colin Baldwin, who has been named execu- 
tive vice-president and a director of the Sherwin-Williams 
Co. of Canada, Ltd. 
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salesman, 
Surplus Co., Grand Rapids, and F. 


means even finer products and serv- 


American 
ice for them in the years ahead.” 


Protection Products Mfg. Co., Kalamazoo, Mich., manu- 
facturer of Woodlife and other preservatives, announces 
the election of Harry V. Fox to the newly created office of 
chairman of the board of directors. Succeeding Fox as 
president is Stanley O. Hall, who joined the company in 
1942 as sales manager. Other new officers: Henry C. Ken- 
nedy, vice-president, sales, and Gardner G. Garlick, vice- 
president, technical director. 


Macklanburg-Duncan Co., Oklahoma City, Okla., has 
appointed Harold Willis as its sales representatives in the 
state of Mississippi. E. E. “Ike” Smith has been named 
sales representative for the northern half of Missouri, in- 
cluding Kansas City, Kan., and Kansas City, Mo. Another 
newcomer to the M-D sales staff is Dan D’Alessandro, 
whose territory includes the central section of California. 


Acme Steel Co. has moved its general offices from 2840 
Archer Ave., Chicago, to its new office building just com- 
pleted at 135th & Perry Ave., Chicago 27 . . . Superior 
Fireplace Co. announces the removal of its western fac- 
tory and offices to its newly constructed plant at 4325 
Artesia Ave., Fullerton, Calif. 

(continued on page 58) 
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Executive position open 


— will pay *100.000 


2 FT 8 # 


These headlines probably will never 
appear because they aren't quite true. 
The position doesn’t pay $100,000, but 
could cost some business man that 
amount to fill it. 

When a key man in a business dies, 
his place must be filled. It costs money 
to find and train a new man, and in 


the meantime, the value of the busi- 


ness is diminished. So although the 
key man’s salary was not $100,000, the 
cost of his loss to the business may be 
more. 

You can readily protect the life 
value of the key men in your business 
through 4&tna Life’s Business Insur- 
ance Plan. Your local representative 


will be pleased to give you full details. 


FETNA LIFE 


INSURANCE COMPANY 


Affiliates: The Attna Casualty and Surety Co. 
The Standard Fire Insurance Co. 


Hartford 15, Connecticut 


Why not mail the coupon 
fora copy of our new free 
booklet “Will This Man 
Take Your Business With 
Him When He Dies?” It 
tells how business insur- 
ance can fit your individual 
situation. No obligation, 
of course. 


Since 1853 


AINA LIFE INSURANCE COMPANY 

Hartford 15, Conn. 

Gentlemen: 

Please send me a copy of your new booklet 
“Will This Man Take Your Business With 
Him When He Dies?” 





Cc 





o 7 


Address. 
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OF tHe LUMBER MARKET 


Production Slumps, 
Demand Is Slow 


SAN FRANCISCO.—The market 
has not yet emerged from the com- 
bination of “slump” and “holiday 
doldrums” and as a result remains 
slow with all phases of the industry 
looking hopefully to the new year. 

Many sawmills in the upper for- 
est areas of Northern California 
closed for the holidays and have not 
yet opened for operation. As a re- 
sult, production has skidded down- 
ward. 

San Francisco spokesmen report 
that “just about the only demand 
we are getting is for the absolute 
essentials”. Thev are waiting for 
trends to develop both in price levels 
and in buying. 


Prices Hold, Demand 
Is Slow in Kansas City 


KANSAS CITY— The view of 
veteran lumbermen here is that one 
has to go back more than 20 years 
to find an initial week of a year so 
devoid of new business. Activity in 
the southwestern lumber market 
was at a virtual standstill. Retail- 
ers were not buying and the only 
business placed was against orders. 
Mills have observed that retailers 
will not buy ahead, even to fill brok- 
en inventories and that the type of 
purchases reflect demand for lumber 
that already has been sold. 

Mills report no surplus inventory 
on hand and a shortage of 2 x 4 
dimensions in 14’ and 16’ lengths 
still exists. Prices are holding at 
$85 to $88 a thousand for the item, 
and the 10’ to 12’ lengths are bring- 
ing $83 to $85. On No. 2 boards, 
kiln-dried stocks in 6” size still 
holds at $83 to $85, and the 8” is 
$84 to $87. Air-dried boards are 
about $2 less. 


Mills Extend Shutdowns, 
Market Teeters 


SEATTLE—The market is teet- 
ering on further declines. Both fir 
and hemlock uppers are weaker af- 
ter many weeks of steady prices. So 
little trading is being done, the ac- 
tual market is hard to figure. Many 
mills extended their holiday shut- 
downs, but inventories continue 
large. Fewer transits move east. 
The strike against the Canadian 
Pacific lasted nine days, causing 
much transportation confusion. 
Snow is an important figure up in 
British Columbia, reported to be 
two feet deep in central timbered 
areas of the province. So far, Puget 
Sound has had an open winter, but 
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the most ideal storm period is just 
ahead. 

Shingle prices are unchanged 
though soft. No. 1’s are weakest 
while No. 2’s have a fair demand. 
Many shingle mills are down. Red 
cedar siding is not at all strong, but 
manufacturers are trying hard to 
restore prices of a month or more 
ago. Pines and spruce reflect the 
weak market. 

The freight rate increase, which 
amounts to about $1.50 per thou- 
sand feet delivered, appears to have 
had little effect on the market. 

Inventory of logs for Jan. 1 
shows decreases in two districts, 
but totals are large for this time 
of year despite monthly losses. 
Puget Sound reported 64514 million 
or a drop of 58 million as compared 
to Dec. 1. A year ago the input 
totaled 49214 million. Columbia 
river counted 612% million, which 
showed a loss for the month of 27 
million. A year ago the district had 
421 million feet. 


Optimistic About 
Future in Tacoma 


TACOMA — Although so far 
there has not been any appreciable 
improvement in business to indicate 
much immediate change in the situ- 
ation, operators generally are ex- 
pressing optimism over the outlook 
for 1957. Prime factor is the stif- 
fening of quotations on plywood and 
lumber, based apparently on antici- 
pated improvement in demand, 
which has been off for some time. 

Plywood operators are holding 
strongly to the recent $72 a thou- 
sand quotation on the base quarter- 
inch grade. Some orders, however, 
still are being shipped on the pre- 
vious $67 quotation, but these, oper- 
ators hasten to explain, are confined 
to advance orders. 

There is a general unwillingness 
to discuss “price,” but the feeling 
prevails that the upward trend is 
here to stay and operations are be- 
ing geared accordingly. Much of 
the lumber increase centers around 
the popular green fir framing lum- 
ber grade, which is up $2 to $3 a 
thousand. Lower grades are mostly 
unchanged, and some_ kiln-dried 
items still are off slightly. 

In substantiation of this optimis- 
tic feeling, production is maintain- 
ing a normal pace, except in those 
areas where adverse weather has 
necessitated shutdown or curtail- 
ment. For the first time in several 
weeks, plywood plants here and in 
Olympia, with minor exceptions, are 
again at full production. Indica- 
tions are that this situation will 
continue indefinitely. 





MANUFACTURERS 
(begins on page 56) 





Diamond Match Elects 
Bodine Vice-President 


Election of Leo V. Bodine as vice- 
president in charge of timber and 
lumber operations of The Diamond 
Match Co. is reported by president 
Robert G. Fairburn. His initial re- 
sponsibilities include the _ super- 
vision of Diamond’s Northwest 
Lumber Div., which operates prop- 
erties in the states of Idaho, Mon- 
tana and Washington. He will make 
his headquarters in Spokane. 

Bodine has served since May, 
1952, as executive vice-president of 
the National Lumber Manufacturers 
Association, Washington, D. C., as 
well as chairman of the board of the 
Timber Engineering Co., NLMA’s 
research affiliate. Prior to assuming 
his duties with the NLMA, he was 
vice-president of Weyerhaeuser 
Sales Co., St. Paul, Minn. 


Bilt-Well Offers New 
Merchandising Package 


An extensive merchandising pro- 
gram for dealers handling its line 
of Bilt-Well windows, cabinets, 
doors and other millwork products 
is announced by Carr, Adams & 
Collier Co., Dubuque, Iowa. 

The program, entitled “1957 Op- 
eration Profits”, features eight 
important sales tools: All-new 
product-in-action floor displays; 
complete cabinet training school for 
salesmen; sales stimulating builder- 
architect promotion meeting serv- 
ice; intensified national advertising 
campaigns with local tie-in aids; 
action-compelling direct mail pro- 
gram; new Bilt-Well cooperative 
advertising program; an integrated 
builder relations program and a 
Bilt-Well identification plan. 


Correspondence Course 
In Home Remodeling 


A correspondence course consist- 
ing of five lessons devoted entirely to 


training lumberyard employes in 
drawing and estimating techniques 
used in selling home remodeling and 
modernizing jobs is announced by 
Phinney O. Larson Training 
Courses, 1596 Selby Ave., St. Paul 4, 
Minn. Subjects include attic finish- 
ing, planning an upstairs room for 
a story-and-a-half home, designing 
a recreation room and a full-room 
addition. 

Besides the new course in home 
modernizing, Larson’s training 
courses include a 10-lesson corre- 
spondence course in basic drawing 
and light frame construction and a 
two-day, personally conducted 
course in estimating. 
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See how much more profit you get 
when you stock and promote 


ZONOLITE PLASTER 
AGGREGATE 


BACK THE PLASTER AGGREGATE 
THAT BACKS YOU... 


Now more than ever it pays to back the aggregate that is 
solidly behind you with a smashing campaign aimed at 
architects, plaster contractors and the home owner. Light- 
weight, high-profit Zonolite vermiculite Plaster Aggre- 
gate is the most heavily advertised product in its field 
today. Check the “superiority points” below that make 
Zonolite the plaster aggregate contractors demand! 


CONTRACTORS SAY IT’S 3 WAYS BETTER! 


1 It's easy to sell 2 Zonolite steps up effi- 3 Zonolite gives greater customer 
Zonolite because Zonolite ciency. Easier working on the satisfaction. Gives added insulation 
LIGHTENS WORK. It's 4 job—by hand or machine. ..-is 100% fireproof. You're better 
the weight of sand plaster. Easier handling in your yard. off to handle this better product. 





| Figured It Out — 


ZONOLITE 


Gives Me The 


HIGHEST 
PROFIT 


on Plaster 
Aggregate Sales 


y 


ite FR 





ZONOLITE 
VERMICULITE 
AGGREGATES 














vermiculite plaster. 


BUILDING PRODUCTS MERCHANDISER Circle No. 28 on Coupon, page 80. 


z lite Company, Dept. AL-27 

135 S. LaSalle St., Chicago 3, Ilinois 

Please send me latest information about new profit- 
making opportunities in time-tested Zonolite 


Resa 


EE der! 


ZONOLITE COMPANY 


135 S. LaSalle St. 
Chicago 3, Illinois 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities ... 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 


4 


WALES LUMBER CO. 
OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


HALLINAN LUMBER CO. 





628 S. W. Harrison St. Portland 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CApitol 8-9236 beanatactui PD 457 








VAN VALER LUMBER C0, 


Radio Central Bidg. 
; Spokane 4, Wash. 
Phone TEmple 8-367! TWX SP 19 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 


Circle No. 61 on Coupon, page 80. 
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Aluminum Awning Window 


This new aluminum awning window 
is glazed from the inside by easy com- 
pression of precut and fitted vinyl 
glazing bead. Inside glazing that re- 
quires no putty, glazing skill, scaffolds 
or rigging, says manufacturer. These 
Lemco Series 95 aluminum awning 
windows feature a new method of in- 
tegral extruded 45° angle glazing 
beads, which eliminates torsion twist 
and ventilator deflection, it is said. A 
new roto operator that does not pro- 
ject beyond the glass line provides 
positive fingertip action, claims man- 
ufacturer. Croft Metal Products, Inc., 
Dept. AL, McComb, Miss. 


Circle No. 201 on Coupon, page 80. 


Style-Trend Pre-Fit Unit 


A new type removable double-hung 
window unit, called Style-Trend, is 
announced. It is completely weather- 
stripped with new design weather- 
stripping, which reduces air leakage to 
a minimum. A pre-fit unit, it is made 
of toxic and water- repellent treated 
ponderosa pine. Glass is set in bedding 
adhesive for firm bond and the sill 
pitch and drip groove provide proper 
drainage. It is a ready-to-install unit, 
with screens and storm sash to fit. 
Curtis Companies, Inc., Dept. AL, 
Clinton, Iowa. 


Circle No. 202 on Coupon, page 80. 


Two New Sanders 


Two new sanders—orbital and belt— 
have been added to the Stanley line of 
portable electrical power tools. The 
Stanley H36 orbital sander is a heavy 
duty tool weighing 6% pounds. The 
sander pad is 74,” by 358” and makes 
4,500 orbits per minute. The 3” heavy- 
duty belt sander weighs 15 pounds. 
Belt size is 3”x24”. Idling speed is 
1600 sanding feet per minute. Belts 
can be changed in a few seconds. 
Stanley Electric Tools Div., The Stan- 
ley Works, Dept. AL, New Britain, 
Conn. 

Circle No. 203 on Coupon, page 80, 


Building Sewer Pipe 


Applications for the new asbestos- 
cement building sewer pipe exist in 
both residential and industrial build- 
ing. Most extensive use of the pipe 
is expected in short length house-to- 
street sewer hookups. It is produced 
in 13’ sections, which make possible 
fewer joints and lower installation 
cost. Half-size sections, as well as a 
complete line of asbestos-cement fit- 
tings, can also be obtained. Available 
in 4” and 6” diameters. Keasbey & 
Mattison Co., Dept. AL, Butler Ave., 
Ambler, Penna. 

Circle No, 204 on Coupon, page 80. 


Spray Grade Contact Adhesive 


A special spray grade contact adhe- 
sive dries ready for bonding in three 
to five minutes, manufacturer says. 
Among the materials which can be 
permanently bonded with Special 
Spray Grade Industrial Roltite Ce- 
ment are decorative laminates, alumi- 
num, steel, copper, plywood, wood 
veneer, canvas, rubber and _ leather. 
The new formula offers greatly in- 
creased coverage—up to 300 square 
feet per gallon, it is said. Midconti- 
nent Adhesive Co., Dept. AL, Grove 
City, Ohio. 

Circle No. 205 on Coupon, page 80. 
(continued on page 62) 
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LOW COST LUXURY! 
’ fig 2 








Haddon Hall Pattern 
Hardwood Flooring 


Here’s parquetry hardwood flooring 
matching that of bygone days for 
beauty and craftsmanship, yet with- 
in your building budget. Haddon 
Hall is a direct reproduction of the 
charming basketweave design of the 
classic English Haddon Hall pat- 
tern. It is easily adapted to a wide 
variety of today’s interior schemes. 
Pre-finished and factory-assembled, 
Haddon Hall is shipped to your 
construction site ready for easy 
installation. Consult your nearest 
dealer or write direct to 


Wood-Mosaic 


PARKAY Division 
LOUISVILLE, KENTUCKY 
Maker of the World's Finest 
Hardwood Flooring since 1883 
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— BUY DIRECT and SAVE! 








SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


with your — aasomeny 
attention getting 3 1s =). hw) 
trade imprint ae 2S 
































Finest quality combed yarn T- 
Shirts; collar Nylon reinforced; 
tape reinforced to hold shape. A 
$1.25 retail value without adver- 
tising imprint. With imprint only 
$10.00 per dozen. Add your own 
name and address on front or 
back at slight extra cost. 


HERE'S HOW TO ORDER 
Specify by size—on purchase order or 
letterhead — quantity wonted. Sizes 
may be mixed. If your name, address 
_and above emblem is wanted, print | 
weet ee a ee po Frege Be Ray This compact, lightweight, reversible-belt conveyor 
WORK UNIFORMS! All peinttee Te ved naless otberites anecified. unit handles and elevates bundled and sacked com- 
is sets @ celniete modities — flooring, lath, cement — to proper height 
line of White uniforms PRICES for loading materials into car or truck. Two types: 
sey Bly enc ; per doz. No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
unt ' ° a . 7° . 
ee ee 1 doz. (min.) with above design only $10.00 6 ins. Write for HANDIBELT Bulletin No. AL, 
We offer c complete 2 doz. (min.) w/design & name & add... .$13.95 Dept. U-2. 
lettering and emblem 4 doz. or more w/design & name & add... .$13.25 


service. 6 doz. or more w/design & name & add... .$12.45 STANDARD CONVEYOR CO. 


Check here, attach your TERMS: Cash with order, plus 30c per dozen for | General Offices 
letterhead for FREE postage and handling. O/C to rated D/B firms. North St. Paul, Minnesota 
COPY of Brochure K il- Sales and Service in 
Sales and Service in RAVITY & POWER 


with actual” swatches. | ELIN MANUFACTURING CO. radian SO conveyors 


Mail today! 
Dept. 102, Rochester, Indiana 
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NEW PRODUCTS 


(begins on page 60) 





Jalousie Operators 

Parlyn’s jalousie operators No. 1200 
and No. 1250 offer true vertical-travel 
design for uniform, easy operation. 
All gears, treated with a permanent 
dry film type lubricant, are located 
within the frame so only the smart 
modern crank is visible. Requiring less 
overall space than most operators, 
Parlyn’s 1200 series operator is avail- 
able for space or side mounting. Par- 
lyn Products Corp., Dept. AL, 556 S. 
Monterey Pass Road, Monterey Park, 
Calif. 


Cirele No. 206 on Coupon, page 80. 


Two New Whiz-Saw Models 


Two new models of the original 
Whiz-Saw are now available. Model 
No. 10 and Model No. 15 have the 
same type gearing and reciprocal ac- 
tion as Model number one with a new, 
more powerful motor. Model No. 10 
can rip and cross cut up to 1” thick 
lumber, while Whiz-Saw No. 15 has a 
2” cutting capacity, manufacturer says. 
Cutting blade makes 3,250 strokes per 
minute; inside cuts can be made with- 
out boring a starting hole, it is said. 
Forsberg Mfg. Co., Dept. AL, 125 Sea- 
view Ave., Bridgeport 1, Conn. 

Circle No. 207 on Coupon, page 80. 


Ornamental Iron 


Instead of one line of standard, ad- 
justable railings, columns and match- 
ing column brackets, Tennessee Fab- 
ricating Co. now has three to fit all 
price ranges. Called the Budget, Pace- 
Setter and Imperial lines, they are 
low-priced, middle-priced and medium- 
to-high in cost. Each line has both 
wrought and cast iron patterns. The 
new adjustable iron columns can be 
used in heights from 8’ to as low as 
6’3”. All work is primed. Striking new 


designs have been introduced in the 
lines, including some modern patterns, 
different floral castings and wrought 
iron that is worked into scrolls with 
leaf decorations. Tennessee Fabricat- 
ing Co., Dept. AL, 1490 Grimes St., 
Memphis 6, Tenn. 
Circle No. 208 on Coupon, page 80. 


New Andersen Window 

A new window consisting of a fixed 
upper sash and awning style lower 
sash in a narrow wood frame is an- 
nounced. This new series of windows 
will feature slim lines, complete fac- 
tory assembly and packaging and a 
low per-square-foot cost that will 
make the window highly suitable for 
average built-for-sale homes. There 
are five sizes of the new window in 
three heights and two widths. Glam- 
our windows of the new series are the 
picture size, 6’2” high, pictured above. 
Andersen Corp., Dept. AL, Bayport, 


Minn. 
Circle No. 209 on Coupon, page 80. 
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Circle No. 32 on Coupon, page 80. 
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Dierks Forests, ios, 


Dierks Bldg., 1006 Grand Avenue, Kansas City, Missouri 


To be good, treated wood 
must be handled care- 
fully, from forest to fin- 
ished product. In this 
huge modern plant, 
Dierks’ own trained engi- 
neers convert straight, 
strong Southern Pine 
trees into millions of 
posts and poles annually. 
This modern plant, the 
experience behind it, and 
the Dierks’ tree-farming 
methods with their nearly 
2,000,000 acres of forest 
reserve are your guaran- 
tee of a permanent source 
of dependable pressure- 
treated posts, poles and 
lumber. 


Wood Preserving Division 


Hi %, 


= 
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Journeyman's Drill Kit 


A new heavy-duty, 4” drill kit 
specially designed to fit the needs of 
all professional craftsmen is available. 
Known as the No. 2200 Journeyman’s 
Kit, it consists of the No. 220B indus- 
trial-type 4%” drill, a 25’, three-wire 
extension cord with two-prong adap- 
tor and a sturdy steel carrying case. 
Millers Falls Co., Dept. AL, Green- 
field, Mass. 


Circle No. 210 on Coupon, page 80. 


New Removable Window 


One of the features of a new, im- 
proved double-hung window, called the 
Bilt-Well Super 7 removable window, 
is the flat overhead balance, using 
nylon sash cable. With a new unitized 
sill, lineal sill is no longer necessary 
for multiple openings; the sill is now 
an integral part of the frame, thus 


permitting simple and fast installation 
of multiple units. Patented Superior 
jambliner (made of stainless steel) 
automatically adjusts with tempera- 
ture and humidity changes; providing 
a weathertight seal, yet remains easy 
to operate, it is said. Carr, Adams & 
Collier Co., Dept. AL, Dubuque, Iowa. 
Circle No. 211 on Coupon, page 80. 
(continued on next page) 





Your Living Month?” 


Woodwork? 


Home Improvement Contest? 


lumber stored outdoors? 


sponsored by Visking Co.? 


within 18 months? 


desired? 





What's Your Answer? 
(Answers on page 69) 


What month has been declared officially by OHI as National “Better 
What sales tool will help you increase your sales of Ponderosa Pine 


In lieu of trading stamps, what is being used by some stores? 
How can you win a Distinguished Dealer Award in the new $10,000 


What two materials are now widely used as protective coverings for 
Which two products sold only by lumber dealers are being promoted 
nationally on TV by Dave Garroway and Arlene Francis? 

What lumber dealer product is first prize in a huge contest being 
How much time on application costs can the use of 4’ panels of 
Insulite Shingle-Backer save the builder? 


What guarantee enabled a New England dealer to sell 68 homes 


What sales aid will help your customer get almost any wood finish 











Pd 
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DIERKS EXECUTIVE OFFICES — 1006 Grand Ave. 
Kansas City, Mo. 


DIERKS GENERAL OFFICES — 810 Whittington Ave. 
Hot Springs, Ark. 


BUILDING PRODUCTS MERCHANDISER 


Oniy kiln-dried, pre-shrunk 
lumber comes from this 
huge Dierks mill near 
Mountain Pine, Arkansas. 
One of the most modern 
in the South, this mill 
and other Dierks mills, 
turn out seasoned, dry 
Southern Pine all year 
long. Lumber marked 
‘‘Dierks’’ is made from 
dense mountain-grown 
virgin timber—lumber 
that you and your cus- 
tomers can depend on. 


Circle No. 33 on Coupon, page 80 





MANUFACTURERS 
WHOLESALERS 


and allied 


species 


Quality Merchandise 
Personalized Service 


MOULDING PLANTS AT: 
@ Klamath Falls, Oregon 
@ Redding, California 
REPRESENTING: 
@ White Swon Lumber Co 
White Swan, Washington 


@ Heppner Pine Mills, Inc 
Heppner, Oregon 


@ High Sierra Pine Mills, Inc. 


Oroville, California 


MAIN OFFICE: 


855 Santa Cruz Avenue 
MENLO PARK, CALIFORNIA 


Call or 


write 
TODAY 


We know you will 
be well pleased 
with our service. 


Tiletelg lele-t iets 


Circle No. 62 on Coupon. page 80. 
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NEW PRODUCTS 


(begins on page 60) 





L a i ak oe 
Three-Position Shear Blade 

A new three-position shear blade as 
a standard feature at no extra cost on 
the company’s Model 30 de luxe lawn 
edging tool is announced. The new 
design enables the user to position the 
shear blade on center, or 15° off center 
in either direction from alignment 
with the tool’s handle, the blade posi- 
tion being selected to accommodate 
the depth of the sod or pavement 
along which the edging is being done. 
The blade is readily positioned by a 
spring-steel lever, which locks in 
place. Roto-Edger Div., Oregon Saw 
Chain Corp., Dept. AL, 9701 S. E. 
McLaughlin Blvd., Portland 22, Ore. 

Circle No. 212 on Coupon, page 80. 


New Crestline Casement 


A casement window unit has been 
added to the line of Crestline millwork. 
Designed for any type home or room, 
the casement is available in a variety 
of sizes and goes well with picture 
windows. Sash are either stationary or 
operating in single glazing or Cresto- 
pane glazing (insulating glass). The 
complete unit includes all hardware, 
screen, glass, sash, frame, inside stops, 
weatherstrip, extension jambs, stool 
and mullion center trim. Aluminum 
framed screens and storm panels are 
available. The Silcrest Co., Dept. AL, 
Wausau, Wis. 

Circle No. 213 on Coupon, page 80, 
(continued on page 77) 





ph yi GROW 


aground a. 


Rod Dowily 
paint conditioner 


It allows you to sell more than just a 

can of paint—you offer your custo- 

mers factory fresh paint at no extra 

charge. And no stirring is required. 

The live-action of this patented con- 

ditioner as it puts pigment back to 

work is a regular traffic-stopper, so 

feature related Red Devil items near 

it and watch paint profits soar. Also 

your standard equipment 

for blending “store-mixed” 

paints. e 
Display this two-color ¥ 

decal to identify yourself 

with Red Devil’s national 

advertising — the 

sign of fresh con- 

ditioned paint. 


NO. 30 
PAINT CONDITIONER : 
Red Devil's exclusive pat- dic 
ented eccentric-action de- 
velops 700 vigorous shakes 
a minute. Thoroughly 
freshens paint in less than 2 min- 
utes. Complete with automatic timer. 
7964 See Your Jobber 


PRODUCT OF 


Red Devil Tools. : 


Union, N.J., U.S.A 


Circle No. 63 on Coupon. page 80. 


Here's An EASY-To-Sell 
PROFIT-Maker For You! 


Prevents 
Paint Blisters 


= ber 
Eliminates Lum . 
Cracking & Warping 


NEW Low Cost Aluminum 
MORELL Air Vents 


@ Inexpensive Morell Die Cast Alumi- 
num Air Vents are a moneymaker and 
good will builder for you because they 
cut home maintenance costs 50% assur- 
ing customer satisfaction. They prevent 
lumber cracking and warping, keep insu- 
lation dry, prevent paint blisters. ONLY 
Morell has ALL these sales-making life- 
time features: 

© Prepared for Painting 

© No Heat Loss 

® Lock Permanently 


® Almost invisible when installed 


Write for detailed information and dealerships. 


MORELL AIR VENTS CO. 


1041 Carlyon Rd. © Cleveland 12, O. 


Circle No. 64 on Coupon. page 80. 
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7 §ELL J. NEILS 
PENTA TREATED 
POLES AND POSTS 


for Enduring Farm Construction 


Treated pole frame construction is increas- 
ingly popular for all types of farm buildings 
because it lasts longer and costs less. 

J. Neils poles are straight, strong, with uni- 
form taper. They are selected from our own 
timberlands, and treated (penta or creosote) 
in our own plant. Mixed cars can include poles 
with treated or untreated lumber. Free plans 
and erection instructions are available. Write 
for infomation. 


J. Neils Lumber Company 


MILL AND TREATING PLANT AT LIBBY, MONTANA 
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Complcte 
Beds Shipped 


X 





y 
truck body. 
SS boty 7 


_ 


KD. Easy 
Assembly & —— | 


Mounting 


Unload a Load 
or Half Load at a Time 


Write, wire, phone for 
Catalog and Prices 


| The R=B Company 


\ 1921 Guinotte, Kansas City 20, Mo. 
~ 





Circle No. 35 on Coupon, page 80. 
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Attention! Sales-minded 
Building Product 


Dealers... 


Investigate the profit 
possibilities of 


MSerosow7elI 


— the fastest growing produci line 


in the home improvement field ! 


n just 20 months, DECRO-WALL grew 

from an idea to a top place in the 
national sales picture. 

DECRO-WALL is the 3-dimensional 
rigid vinyl plastic interior wall covering 
that brings into the home all the rustic 
charm and beauty of authentic brick and 
stone walls. 

Acclaimed by architects, builders and 
homeowners alike, this versatile, practi- 
cal, reasonably priced vinyl wall cover- 
ing has a place in every home —kitchens, 
dens, living and dining rooms, bedrooms, 
playrooms, baths. 

Easily applied over any wall surface 
— concrete block, wood, paper, plaster, 
etc. — DECRO-WALL is an ideal ‘‘do-it- 
yourself’ item, another reason why it 
quickly builds a high volume of big ticket 
sales for profit-minded dealers. For com- 
plete information, fill in and mail the 
coupon below. 





ee 


Not a flat wallpaper — but a bricklike, 
stonelike paneling in 23 patterns and 
colors that add interest and charm to 
interior walls... Above: Dutch 
Rembrandt Brick DECRO-WALL .. . 
Right: Allegheny Cut Stone DECRO- 
WALL 
Distributors: A few territories with high potentials 
are still open. Write for full details. 


The Deeroesw7all GorDporation 
901 NEPPERHAN AVENUE, YONKERS, N.Y 


The Decro-wall Corp. 
901 Nepperhan Ave., Yonkers, N. Y. 
Please rush full information regarding DECRO-WALL. 


FELL 
IN 
AND 
MAIL 


Name 
Title 
Company 


TODAY Address 
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PONDEROSA 
PINE 


DOUGLAS 
FIR 


WHITE FIR 
HEMLOCK 


and remember 


ELLINGSON 
has been a reliable 
source of supply for 


67 YEARS 


Tell us your needs. 


ELLINGSON 


LUMBER COMPANY 


Klamath Falls, Oregon 
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E-Z Decorative Brick Kit 


The use of E-Z Magic Template, the 
pattern which makes the application 
of E-Z Decorative Brick so simple, is 
demonstrated on a spiral bound book- 
type displayer mounted at the top of 
a new point-of-sale display unit. The 
display, including kits, is 26” wide, 
13” deep and 48” high. E-Z Decorative 
Brick, made of compressed cork, is 
applied quickly and easily to any in- 
terior surface, says manufacturer. 
Each kit contains enough individual 
bricks, either regular or Roman style, 
to cover 10 square feet of wall area, 
an E-Z Magic Template and an adhe- 
sive applicator stick. E-Z Decorative 
Brick Co., Dept. AL, 2630 Hennepin 
Ave., Minneapolis 8, Minn. 


Circle No. 214 on Coupon, page 80. 


“y fe decorate with 


‘F- L Wroweel oe 
SPRAY ENAMELS 


Spray Can Display 


An attractive point-of-sale display 
for its line of 16-ounce spray finishes 
is announced by Chromatone Corp. 
Designed to be used on the counter, 
the new rack is also adaptable for win- 
dow and floor displays. Made from 
chromium-plated wire, the rack has an 
eye-catching, three-color metal dis- 
play sign attached to the top of the 
frame. The complete sales promotion 
package contains rack, sign and an as- 
sortment of 24 spray cans—two each 
of the fastest moving colors. Chroma- 
tone Corp., Dept. AL, 1523 Grande 
Vista, Los Angeles 23, Calif. 


Cirele No. 215 on Coupon, page 80. 
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Brand 


Hoggson 
SSSCREEN 
Rollers 


Concave Face 


2 models, for fibre glass or metal screens. 


Standard 2" dia. 


For inserting spline into frame after 
screening has, been positioned. 
Standard stock sizes are .093, .105, 
.125 and .170 width of face. 

For fibre glass roller model, send 
1” section of channel, screen and 
spline to insure correct size roller. 


Convex Face 


Standard 2" dia. x 
1/16” face 


Primarily used in putting the screen- 
ing into the frame slot. Can be sup- 
plied with 3/32” rounded edge. 


Flanged 


aa ae 


iit 


Standard stock size is 2’ and 
1-5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN., U.S. A. 
Circle No. 66 on Coupon, page 80. 





Reconditioned FORK LIFTS 





SAVE MONEY! GET 
NEW GUARANTEE 


Good as new! We, as country’s 
best qualified equipment dis- 
tributor, guarantee it! 2,000 to 
15,000 lb. models with solid or 
pneumatic tires; any size; lift- 
ing height. Clark, Towmotor— 
Moto Lift, Ross and Hyster. 


Write for prices, delivery, 
information. 


Memputs puree) 


CONSTRUCTION AND AUTOMOTIVE 
EQUIPMENT AND PARTS 
766 SO. THIRD ST. MEMPHIS, TENNESSEE 


Circle No. 67 on Coupon, page 80. 
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oe Polisher Rug Shampoo 


Machine 


these Clarke 


rental machines 


Floor Sander 

u 
“A 
itt 


ay Floor Edger yy Wet-Dry Vacuum Cleaner 


SWER CHART 
CL ome CARE QUESTIONS 


and this 
business-building 


plus other tried and tested 
business-builders, including 
newspaper mats, radio scripts, 
envelope stuffers, window 
streamers, electric flashers and 
can top stickers, 








way profits 


From (1) rental fees, (2) sandpaper and 
shampoo sales and (3) related item sales, 
totaling up $2500 annually from each set 
of machines. 


SANDING MACHINE CO. 
Clarke 462 Clay Ave., Muskegon, Mich. 


Authorized Sales Representatives and Service Branches and Distributors in Principal Cities 


In Canada: Clarke Sanding Machine Co. (Canada) Ltd. 21 Advance Road, Toronte 18, Ont. 


Send me information on Clarke's ‘Three-Way Profit’ Rental Plan 


Name 
Firm 


Address 


BUILDING PRODUCTS MERCHANDISER Circle No. 37 on Coupon, page 80. 
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Western Pine Broadside 


Ideas for using the 10 woods of the 
Western Pine region in NRLDA’s 
recommended displays are carried in 
a new publication just announced. The 
broadside, 22” x 32”, shows how to 
feature every lumber type from panel- 
ing through dimension by actual dem- 
onstration in the panel displays. It 
also describes how the display board 
itself may be built right in a lumber- 
yard. Single copies of the broadside 
may be obtained by writing Western 
Pine Association, Dept. AL, 510 Yeon 
Bldg., Portland 4, Ore. 


Circle No. 216 on Coupon, page 80. 


Folding Rule, 50’ Tape 


A 50’ Royal Ni-Clad steel tape and 
a six-foot Utility folding wood rule 
are offered by the manufacturer. The 
folding wood rule is available with 
either the regular or the flat reading 
markings. The tapes, available with or 
without hook ring, are boxed individ- 


ually, with display cards. The wood 
rules are packed one dozen to a box, 
with display card. The Lufkin Rule 
Co., Dept. AL, Saginaw, Mich. 
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Carded Hardware 


The H. B. Ives Co. announces that 
12 of its most popular hardware items 
are now carded. Called packaging with 
the “Under Glass” look, each item is 
affixed to a colorful card, covered by 
a clear plastic bubble. Screws are en- 
closed in bubble. Cards are punched 
for display hooks. Ives’ chain door 
guard and window ventilating lock are 
also available packed in counter dis- 
plays. Other carded hardware _in- 
cludes: sash fastener, sash pull, ward- 
robe hooks, coat and hat hooks, gar- 
ment hook, door stops. The H. B. Ives 
Co., Dept. AL, Artizan St., New 
Haven, Conn. 


Still Another 
Flush Door First 


from MOHAWK 
Lighted 


Rear Service Doors 


from MOHAWK 


to Complete 
Your Door Line 
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Duratite Self-Service Bar 





The industry's most complete ce 


line of flush doors is backed by the Offer the Complete 
MOHAWK DOOR LINE 
finest in customer service 


including 
for every MOHAWK retailer and 


A new merchandiser for Duratite 
products acts as a complete depart- 
ment to merchandise Duratite top 
sellers. A modern self-service bar de- 
signed to get more impulse sales, it 
requires only 20” x 26” floor space 
55” high and displays 10 different prod- 
ucts. Natural finish wood shelves and 
dividers with rugged tubular steel 
frame make the display attractive, 
sturdy and easy to move. Merchandise 
all fits on display. Webb Products Co., 
Dept. AL, 214-216 South G St., San 
Bernardino, Calif. 
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*EXTERIOR LIGHTED 
DOORS 

Hollow or solid core 
*EXTERIOR DECORATOR 
DOORS 

Designs for every taste 
LIGHTED REAR SERVICE 
DOORS 

To complete your door line 
INTERIOR FLUSH DOORS 
Beauty with quality 


jobber. To offer the finest in quality 
. .. to get the best in service 

. .. to see your volume increase 

. . . join the hundreds who say: 
“You Make More with Mohawk!” 





*Packaged with exclusive 
MOPAK factory-to-job 
beauty protection. 


For Full Details, Write the Nearest 
Mohawk Regional Office Today! 








When answering advertisements 


please mention 


AMERICAN LUMBERMAN 


elith ds anaeehy molele) 


213 W. Ewing Ave South Bend 
900 S. Second St., Sunbury, Pennsylvania 


Indiana 
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outside of window and door glass and 
for display walls or counter fronts. 
They advertise Marlite plastic-finished 
wall panels. Marsh Wall Products, 
Inc., Dept. AL, Dover, Ohio. 
Circle No. 221 on Coupon, page 80. > 


Dual Action Magnetic Catch 


A new demonstrator features Ame- 
rock’s new dual action magnetic catch, 
The full story of how the new catch 
easily applies to under-shelf, lip-door, 
flush overlay door and flush-door cabi- 
nets is clearly shown by diagrams on 
the display. Each dual action catch mounted under a rigid dome of heavy 
is individually packaged for impulse plastic. Amerock Corp., Dept. AL, 416 
Sliding Window Display appeal in a dramatic Amerock Clear- S. Main St., Rockford, IIl. 

An effective selling aid, the Woodco Vue package, in which the item is Circle No, 222 on Coupon, page 80. 
Sliding Window display is designed to 
answer many of your customers’ ques- 
tions about the performance and 
quality of the unit. Constructed of se- 
lected ponderosa ma water-repel- | 
lent treated throughout, it assures 
added sales through many years of | FROM THE WORLD'S 
demonstrations. The unit measures “go: 
42” wide, 2912” deep and 79” high. | FINEST OAKS aie 
Woodeo Corp., Dept. AL, Box 31, es 
North Bergen, N. J. 
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Waterless Decal Stickers 


The new waterless decal stickers, 
which are quickly and easily applied 
and adhere with unusual strength, are 
now available to Marlite dealers. With 
their pressure-sensitive adhesive, the 
new decals require no soaking or wip- 
ing up. They set firmly and are not 
affected by washing of the surface to 
which applied. The new stickers, about 
5” x 9”, are equally suitable for the 


mum COMES THE WORLD'S 
What's Your Answer? | FINEST FLOORING eee 


(Questions on page 63) | = 
May. See news item, page 8. VAR l oO A K : 
Ponderosa Pine Package. See ad, 
page 4. FLOORING 


Postage stamps. See Newscast, 


page 7. 
: ; QUALITY YOU If you are looking for a top-quality Oak 
By being one of the eight dealers CAN SEE flooring as ; "e Sateen . 
whee nell outertala 0 therahaie ties looring that has a proven history for 
money winners. See ad, pages QUALITY YOU 
30-31. ‘J CAN FEEL building good will because of its un- 
: sually fine milling and precision grad- 
Polyethylene film and kraft paper. : ee o ee 
See article, page 36. QUALITY THAT ine, OZARK BRAND OAK FLOORING 
ENDURES is the answer. Like many of our ac- 


counts, you will enjoy repeat business. 


endurance and an enviable reputation of 


Nu-Wood tile and Balsam-Wool 

insulation. See ad, pages 9-10-11. QUALITY THAT 0 “1 
ne order wil convince you once and 

A Lu-Re-Co Women’s Congress aa — for all 

house. See news item, page 12. L : 

50%. See ad, pages 14-15 We invite your inquiries. Prompt delivery. 


Guaranteed price for a complete 


house package. See article, page 
a OZARK 


Show him a new Wood Finishing 
Chart. See ad, page 23. Fine Flooring Since 1977 
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TOP COVERAGE 


American Lumberman ... it 
reaches more lumber dealers 
than any other businesspaper 


(78.12% of American Lumberman’s 25,368 
etail dealer subscriptions) go to separate lumber 
ding material retail outlets—more coverage 

ich outlets than any other businesspaper 


MERICAN 
MBERMAN | 


ore more subscriptions among retail lumber dealers: 25,368 * 

a TN N\\\\ | 

yAQ pet rcent , i\ | more subs« s in company name, owners and cor- 
lation among porate executives: 18,228" 

cir cula more subscriptions among general managers and man- 

tail lumber | agers: 3,332° 


more subscriptions among dealer sales personnel: 2,125° 


re 
dealers than 


AMERICAN LUMBERMAN 


and BUILDING PRODUCTS MERCHANDISER 


139 NORTH CLARK STREET « CHICAGO 2, ILLINOIS - FINANCIAL 6-5380 
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more and more dealers are saying 


“Let’s handle 


Cat. 
#R240 
Wrought 

Steel 

Butts 
Also in 
Square 
Corners 


“The dependable line of hinges to 
handle”. . . that’s the trade’s way of 
saying “We like to sell Griffin prod- 
ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
selections you know your customers 
want. 


GRIFFIN’ 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
Circle No. 40 on husetntninnde page 80 


Order by the carton 
of individual 
carded items. 





a e 


aaa - 3 MOULDING BOOK 

$1.00 
Makes it easy to select and order by number the 
patterns you want for any use. Shows over 250 
mouldings in actual size perspective, with full de- 
tail of outline, and description of dimensions, 
price and use. 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $1.00 for 
the above book 


Name 
Address 











andising 


EFFECTIVE RETAIL SELLING 

Bernard F. Baker $2.95 
Any member of your sales staff, new or old, will be 
more productive if he applies the tested methods of 
sales psychology and personality development pre- 
sented in this book. Includes an excellent listing of 
sources for merchandise information. 287 pages 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $2.95 for the 
above book. 





NEW VISIPAKS— 
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4404 ANAM AOA 





They’ve been adding on — since they started 
suggesting “Scotcn” Brand Masking Tape 
with every paint sale! 











Address 





City, State 
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Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual cut 
20 Million for past half century under exacting Forest Manage- 
ment Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried 
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New Equipment 





NEW ADDITION TO 
A FULL LINE 


of SAFE Builders’ Hardware 


gravity type 


LETTER PLATE 


BRASS, STEEL or ALUMINUM 


1¥," x 7” opening meets Federal Specifications. 





f , 
el MA 


NK 























@ beautifully 
finished 

@ priced for 
profit 


Write for FREE illustrated catalog of Safe's 
competitively priced, complete line. 
ORDER FROM YOUR JOBBER 





PADLOCK AND HARDWARE COMPANY 


Lancaster, Penna. 
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MIXES IN COLD WATER! 


CONSUMERS 
PATCHING 
PLASTER 


ue 
Patching / 


- -- for cracks, holes : 
and general repair Blaster 
- ey 
Famous for E 
QUICK SALES 


because it... 





. Needs no sizing. 

. Mixes white in cold water. 
. Knits quickly to old plaster. 
. Will not check or shrink. 


. Does not peel or crack. 


@ Available in 1, 2% and 5 tb. cartons; 


2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums. 


— 


ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1S1S N. HADLEY ST $T. LOUIS 6, MO. 
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Mew 
DOUBLE EDGE 


Now ONE hack saw blade 
for cutting all thicknesses 
of metal, Home owners 
and mechanics will really 
go for this new flexible 
blade. 


Individually carded 
blades 
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New Truck Mixers 


A new line of fast-charging and 
discharging “F’”’ model truck mixers, 
offering major design advancements 
and several hundred pounds reduction 
in weight, is announced. Choice of 
three-speed automotive or hydraulic 
reversing transmission is available 
with separate engine drive or either 
front-of-engine or transmission power 
take-off. Revolutionary water meas- 
uring tank features a new type of con- 
trolled gravity feed which replaces 
syphon feed. A lighter, more easily 
handled and more accessible chute 
assembly is also featured. The Jaeger 
Machine Co., Dept. AL, 550 W. Spring, 
Columbus 16, Ohio. 


Circle No. 223 on Coupon, page 80. 


Lightweight Woodworker's Vise 


A new lightweight woodworker’s 
vise made of aluminum-alloy has been 
introduced by Stanley Tools. A com- 
panion to the Stanley No. 700 steel 
vise, the new 702 weighs three pounds. 
Portable and easily handled, it can be 
clamped to any handy projection, 
such as stairs, saw horses, shelves and 
benches, up to 2144” thick. The vise 
features a vise screw with long-wear- 
ing Acme thread, a_precision-fitted 
guide rod and full-turn handle clear- 
ance from any bench position. Stan- 
ley Tools, Div. of The Stanley Works, 
Dept. AL, 111 Elm St., New Britain, 
Conn. 
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Delta 14” Drill Press 

A new low-cost, versatile 14” drill 
press is designed especially for com- 
mercial wood and metal-working shops 
Features include a streamlined full- 
length belt guard hinged at the rear 
and counterbalanced, enabling the 
guard to be swung up out of the way; 
pivoting motor mounting plate permit- 
ting quick belt tension release to facili- 
tate speed changes and lengthen belt 
life by eliminating forcing and stretch- 
ing. The new model also offers balanced 
pulleys, self-aligning floating drive 
and interchangeable spindles. Delta 
Power Tool Div., Rockwell Mfg. Co., 
Dept. AL, 468 N. Lexington Ave., 
Pittsburgh 8, Penna. 


Cirele No. 225 on Coupon, page 80. 


42" Jointer, Model 460 


A new precision- -designed Darra- 
James 4%” Jointer, Model 460, fea- 
tures “parallel motion” . a built-in, 
precision engineered motion which co- 
ordinates the cutter head and infeed 
table keeping a constant 5/32” distance 
between the table and knives at all 
table heights, manufacturer says. Both 
the infeed and outfeed tables are ad- 
justable, which make aligning a simple 
operation, it is said. The cutter head 
guard can be removed easily for rab- 
beting and a wide ledge has been pro- 
vided for this operation. Toolkraft 
Corp., Dept. AL, Plainfield St., Spring- 
field, Mass. 
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Square-Shaft Jig Saw 


Dalton Mfg. Co. announces the de- 
velopment of a _ portable-electric jig 
saw. The model D-600 has a square 
reciprocating shaft and somes equipped 
with 3 different cutting blades and an 
Allen wrench. Dalton Manufacturing 
Co., Dept. AL, 20 S. Central Ave., St 
Louis 5, Mo. 
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Radial Cutter Blades 


New Thin-Kerf, fine pitch saw 
blade, is said to eliminate edge chip- 
ping or cracking. Thin-Kerf, fine 
pitch blades are designed specifically 
for applications in thermosetting and 
thermoplastic materials, printed cir- 
cuitry, expensive woods, veneered ply- 
woods and light gauge non-ferrous 
metals. These new radial cutter blades 
are said to be ideal for hand feed, pre- 
cision-cutting operations and, under 
certain conditions, for power feed, 
single or gang-cutting operations. 
Radial Cutter Mfg. Corp., Dept. AL, 
831 Bond St., Elizabeth, N. J. 
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You can be sure 
of providing 
customer 
satisfaction 
when you 
sell... 





TROLLEY TRACK and HANGERS 


for industrial, commercial & farm building 


Time-tested...top-quality...best- 
sellers... backed by over 75 years of 
experience...ALL are adjectives that 
describe R-W's line of trolley tracks 
and hangers—ALL are important to you 
for greater sales volume and added 
profits. R-W offers you a line that sells 
on reputation...a line that you can 
sell with assurance of knowing your cus- 
tomer will be satisfied. There's a type 
and size to meet your customer's exact 
requirements, R-W Trolley Track and 
Hangers will provide dependable, 
trouble-free operation year after year 
.even on doors weighing a ton. 


“EaR-Way” Track and Trolley for 
smooth, effortless operation. R-W 
No. 239 track has ears spaced on 
12-in. centers that are attached to 
walls by lag screws. Bosses hold 
track away from building allowing 
free passage of air and preventing 
rust. R-W 346'2B hangers have ball 
bearings and vertica! and lateral 
adjustments. 


WEATHERPROOF BARNDOOR TRACK and 
HANGERS...the favorite of farmers every- 
where. R-W 36 self-cleaning type track is 
weather and bird proof. R-W 423 hangers 
feature roller bearings and lateral and vertical 
adjustment for easy, dependable operation. 


NG sisi ig Nae 


“LOCK JOINT" TRACK and 
HANGERS for doors 1% to 
2% inches thick. R-W "LOCK 
JOINT" track No. 31 is avail- 
able in 4, 6, 8, 10 and 12 ft. 
lengths. R-W No. 20-2 hangers 
will provide years of depend- 
able operation... features 
roller bearing steel wheels, 
lateral and vertical adjustment 
for fool-proof operation. 


A "Glide-Ride”’ for Doors that Slide! 


YY. complete information. 


WRITE é Request Catalog No. A-91-LP 


Leading manufac- 
turer of Track 
Hangers, all types 
of hardware and 
Electric Door Op- 
erators for over 
75 years. 


, 


.\cHARo, 
L] WILCOX ” 


MANUFACTURING COMPANY 


"A HANGER FOR ANY DOOR THAT SLIDES” 


“uror* 


226 W. THIRD STREET, AURORA, ILLINOIS * Branches in Principal Cities 
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Timber Handbook. A master com- 
pilation of technical data on design- 
ing and building in timber, the new 
622-page technical book, “Timber De- 
sign and Construction Handbook,” 
contains all essential basic informa- 
tion needed to develop the best and 
most economical structures in wood. It 
is a combination design reference, field 
manual and textbook, produced for the 
convenience of architects, engineers 
and other designers and for instruc- 


tors and students of these professions. 
Timber Engineering Co., Dept. AL, 
1319 - 18th St., N. W., Washington 6, 
D.C. 
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Sliding Glass Doors. Both alumi- 
num and steel-framed sliding glass 
doors are featured in the 1957 Arcadia 
catalog prepared especially for archi- 
tectural use. Special reference charts 
for all stock doors include dimensions 





A Dependable Source 


Cp 


) 


QUALITY 
ge & TJ 


UNIFORMITY 


TARTER, WEBSTER & JOHNSON 


ARE MANUFACTURERS AND DISTRIBUTORS OF 


sugar and Ponderosa Pine Shop and Selects 


Sugar and Ponderosa Pine Boards 
Douglas and White Fir Shop and Selects 


Douglas and White Fir Dimension and Boards 
incense Cedar Boards 

Redwood Siding and Finish 

Ponderosa Pine and Fir Mouldings 

Pine Sash and Panel Doors 


In addition WED ore actively engaged in the 


procurement and distribution of all West Coast lumber 
products and maintain buying offices in producing areas 
to give the trade complete one-call service. 


Tarrer.WERSTER & JOouNSON, ING. 


P.O. BOX 3498 2 
San Francisco 19, California Wa) 


PRospect 6-4200 
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of glass required for each door unit, 
suggested rough opening sizes and 
shipping weights of the respective 
units. Photographic illustrations in- 
clude close-up details of engineering 
features of the head section, sill inter- 
lockers and jamb as well as the hard- 
ware designs. Arcadia Metal Prod- 
ucts, Dept. AL, 801 S. Acacia Ave., 
Fullerton, Calif. 
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’57 Western Pine Directory lists in 
detail the facilities, products and plant 
and sales office locations of the group’s 
375 members and their 440 manufac- 
turing plants. It is 8%” x 11”, 20 
pages and contains the species manu- 
factured by each member company. 
Details of products of each concern 
are also listed, including moldings, 
paneling, siding, selects and commons, 
etc. Western Pine Association, Dept. 
AL, Yeon Bldg., Portland 4, Ore. 
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Hystamatic Drive. The advantages 
of torque converter drive for lift 
trucks are described in new specifi- 
cation sheets on the Hystamatic drive, 
now being made for Hyster lift trucks. 
This transmission is available as op- 
tional equipment on the following lift 
trucks. The all-new 3,000, 4,000 and 
5,000-pound capacity, Hyster 30, 40 
and 50 lift trucks on pneumatics. The 
Space Saver lift trucks of the same 
capacities on cushion tires. Hyster 
Co., Dept. AL, 2902 N. E. Clackamas 
St., Portland 8, Ore. 
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“How to Operate a Lift Truck,” an 
informative, 24-page, 2-color, 844” x 
11” booklet, is available to lift truck 
supervisors, operators, safety engi- 
neers and other interested industrial 
and governmental personnel. The 2- 
color cartoon technique used is packed 
with information about the operation 
of a lift truck, preventive mainte- 
nance, safety and basic materials han- 
dling. Drawings for setting up an ob- 
stacle course are also included. Hyster 
Co., Dept. AL, 2902 N. E. Clackamas 
St., Portland 8, Ore. 
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Sash Hardware. A new catalog in- 
cludes illustrations and specifications 
on the four types of Vincent Whitney 
window hardware now available for 
awning type, casement type and tran- 
som-type wood windows. It also shows 
the three types of hardware opera- 
tors, which can be used in connection 
with the hardware. Architectural de- 
tails are included. Vincent Whitney 
oe aan AL, P.O. Box 335, Sausalito, 
Calif. 
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Overhead Doors. A new, 8-page, in- 
dustrial catalog contains descriptions 
and specifications of Ridge commercial 
and industrial overhead garage doors. 
Liberal photographs of each model 
and full installation instructions are 
included. Ridge Door Co., Dept. AL, 
Monmouth Junction, N. J. 
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For paneling, 
woodwork and doors 
choose 


Idaho White Pine 


one of the dependable woods from 


(mutmPLex NRLDA 





the Western Pine mills 


Works easily and accurately with hand or 
y 
power tools. Ideal for exterior and interior 
trim, siding, fine cabinetwork. Takes and holds 
paints, enamels, other finishes. And it is care- 
fully dried, insuring lower maintenance cost, 
& 
accurate sizing, improved working qualities. 





Write for Free illustrated book about 
D Idaho White Pine to: WesTERN PINE 
y 


Association, Yeon Building, Port- 


Wf, \and 4, Oregon. 





The Western Pines 


and these woods from 
idaho White Pine | the Western Pine mills 

WHITE FIR - INCENSE CEDAR 
Ponderosa Pine | pep cepar - DOUGLAS FIR 


ENGELMANN SPRUCE 
Sugar Pine LODGEPOLE PINE - LARCH 


f 
ére manufactured to high standards of seasoning, grading, measurement FREE Display Kits to fit 
TODAY'S WESTERN PINE TREE FARMING Multiplex Panels now offered 
GUARANTEES LUMBER TOMORROW by leading manufacturers 


Many manufacturers of nationally-known building prod- 
ucts are now providing kits at low cost or no cost to 
building supply dealers who use Multiplex Stand-up 
Panels and Multiplex Swinging Panels. These manufac- 
turers have learned through their contacts with thousands 
of retail lumber dealers how effectively Multiplex Display 
Panels are helping dealers sell more merchandise. 


Panels are steel-framed, 30° x 80” and 48” x 96”. Floor 
models, wall models, and counter-top models (with smaller 
panels). Reasonably priced 


For catalog information and a list of manufacturers with 
special display kits for Multiplex Panels, mail the coupon 
below. 


ULTIPLEX DISPLAY FIXTURE C0. 


907-917 North 10th Street * St. Louis 1, Missouri 


Please send me names of manufacturers who offer Multiplex 
Display Kits to dealers. 





NAME 
COMPANY 





ADDRESS 
CITY AND STATE 
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NEW LITERATURE 


(begins on page 74) 





Portable Power Tools. A liberally 
illustrated brochure highlights a new 
addition to the Skil line, an electric- 
powered portable jig saw and features 
new and improved power saw and 
drill models. Other items cataloged 
are belt and oscillating sanders; drill 
kits, with sanding, grinding and pol- 
ishing attachments; a hedge trimmer 
and Skil’s complete line of accessories, 
including a saw table to convert the 
portable saw into a bench tool. Promi- 
nent display is also given to Skil-man- 
ufactured circular saw blades with 
round and diamond arbors. Skil Corp., 
Dept. AL, 5033 Elston Ave., Chicago 
30, Ill. 
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Folding Closet Doors. File-sized 
brochures on the new Steelcraft fold- 
ing closet doors are now available to 
dealers. Included are sizes, styles 
and all other specifications, as well as 
a 2%” x 64” leaflet specifically de- 
signed for enclosure with bills or other 
customer mailings. Steelcraft Mfg. 
Co., Inc., Dept. AL, Rossmoyne, Ohio. 
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Insulation Board Sheathing. Tech- 
nical Information Bulletin No. 4 cov- 
ers revised data on The Use of In- 
sulation Board %” Sheathing in Econ- 
omy Housing. The new bulletin also 


gives revised directions for applica- 
tion of fiberboard sheathing. Insula- 
tion Board Institute, Dept. AL, 111 W. 
Washington St., Chicago 2, IIl. 
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“Nicholls Tools” is the title of a 
catalog just released. The catalog ful- 
ly describes and illustrates the manu- 
facturer’s rafter framing squares, car- 
penter squares, standard flat steel 
squares, trowels, floats, cement tools, 
darbies and hawks. Nicholls Mfg. Co., 
Dept. AL, Ottumwa, Iowa. 
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Consumer Data 


Building Guides to Farmers. Three 
new booklets represent the latest 
thinking of agricultural leaders on 
more practical structures. In all in- 
stances, the type of construction is 
pole-frame. One booklet explains the 
construction of a bunker type self- 
feeding silo; the second booklet de- 
scribes a poultry broiler or laying 
house; the third discusses a hay and 
rest barn. Southern Pine Association, 
Dept. AL, P.O. Box 1170, New Or- 
leans 4, La. 

Circle No. 240 on Coupon, page 80. 


“How to Expand Small Home” is 
the title of a new brochure, which tells 
how to increase the living area and 
dollar value of a small home by the 
use of hardwood plywoods. In step- 
by-step photos, the brochure shows 


~ stressed. 


how new beauty, greater utility and 
an open plan atmosphere can be given 
a small ranch home by addition of a 
family room and attached garage. In- 
terior finishing ideas, applicable to 
any kind of home expansion, are also 
Hardwood Plywood Insti- 
tute, Dept. AL, 600 S. Michigan Ave., 
Chicago 45, Ill. 
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“Paints, Emulsions & Coatings” is 
the title of a new folder containing 
concise descriptions of eight roofing 
and dampproofing products produced 
by the manufacturer for maintenance 
and repair purposes. A copy of the 
folder may be obtained by writing to 
Box 6304, Advertising Dept. AL, 
Philip Carey Mfg. Co., Lockland, Cin- 
cinnati 15, Ohio. 


Circle No. 242 on Coupon, page 80. 


Wood-Mode Kitchen. A new 16- 
page, Wood-Mode kitchen catalog and 
planning guide incorporates a_ six- 
step planning guide with full-color il- 
lustrations. Suggestions and _ note 
spaces are provided to guide the 
housewife in preliminary planning for 
a kitchen that is custom-designed and 
personalized. The wide selection of 
finishes offered in the Wood-Mode line 
—10 natural finishes and 12 “spice” 
colors—are reproduced in the book. 
Cabinet units, accessories and con- 
struction features are shown in detail. 
Wood-Metal Industries, Inc., Dept. 
AL, Kreamer, Snyder County, Penna. 

Circle No. 243 on Coupon, page 80. 





Since 1900 


HIGHEST 


QUALITY 


FASTEST 


DELIVERY 


BEST 


VALUE! 





“PARKER” © BUILDERS’-SHOWCASE-CABINET HARDWARE 


BRASS RAILINGS 

BUTTS & HINGES 

COAT & HAT HOOKS 
COAT & HAT RACKS 
CONTINUOUS HINGES 
DOOR HANDLES & PULLS 
DOOR KNOCKERS 

DOOR STOPS & HOLDERS 
DRAWER HANDLES & PULLS 
GLASS PARTITION POSTS 
KICK PLATES 

LETTER DROPS 

METAL THRESHOLDS 


DOOR CLOSERS 
PANIC BOLTS 
PERFORATED METALS 
PILASTER STANDARDS 
PUSH & PULL BARS 
PUSH & PULL PLATES 
REGISTERS & GRILLES 
RODDING & TUBING 
ROPE RAILINGS 
SHOWCASE FITTINGS 
SLIDING DOOR TRACK 
SPRING HINGES 
STANDEE POSTS 


i ibile) Merwe \eelc) 


§. PARKER HARDWARE MFG. CORP. 23-27 LUDLOW ST. + NEW YORK 2, N.Y. © Phone Walker 5-6300 


Circle No. 48 on Coupon, page 80. 





Trade Mark 


Registered 





PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


DOUGLAS FIR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


ANDERSON, CALIFORNIA 








Circle No. 49 on Coupon, page 80. 
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NEW PRODUCTS 


(begins on page 60) 





Best-Vent Aluminum Window 


The 1957 Best-Vent aluminum win- 
dow, known as the counterbalanced 
double hung, features easy opening. 
As the lower sash is raised, the upper 
sash is lowered automatically, making 
this an ideal window for use over 
kitchen sinks, bathtubs and _ other 
places where it is difficult to lower the 
top sash manually. The Best-Vent is 
offered in extra wide widths and in 
an extremely wide range of sizes. Per- 
Fit Products Div., Spickelmier Co., 
Dept. AL, 1200 E. 52d, Indianapolis, 
Ind. 


Circle No. 244 on Coupon, page 80. 





Folding Sawhorse Legs 

Dalton Mfg. Co. has introduced a 
new line of metal sawhorse legs. Avail- 
able in two heights—24” and 30”—the 
legs require no nails, screws or bolts to 





assemble. Assembled sawhorses can be ~* | 


folded for storage or carrying. The 
legs are of 14 ga. steel; braces are 11 
ga. steel. A lab test showed the legs 
could withstand loads of 1,500 pounds. 
Dalton Mfg. Co., Dept. AL, 20 S. Cen- 
tral St., St. Louis 5, Mo. 


Circle No. 245 on Coupon, page 80. 


(continued on page 82) 


BUILDING PRODUCTS MERCHANDISER 


LO-BIN® makes a low-cost batch plant 


iF you are interested in an 
economical set-up for aggregate 
batching, or for weighing out 
cement and aggregates, look in- 
to Johnson Lo-Bin. Flexible bin 
arrangement meets a wide range 
of concrete requirements. Its 
low initial cost offers a profit- 
able opportunity to get started 
in the ready-mix or concrete pro- 
ducts field — with a minimum 
plant investment. 


Lo-Bin is readily adaptable to 
any yard or job condition, fits 
in with existing equipment. It 
can be charged by a front-end 
tractor loader, or clamshell — 
efficiently serves 6-S to 28-S 
mixers. Want more facts? Call 
Johnson distributor or write us. 





Bin capacities — 8, 20 or 30 tons, are 
ranged for 2, 3 or 4 aggregates — or 
30-ton for 3 aggregates and 1 cement. 


40-ton Lo-Bin also available — with 3 
equal compartments (aggregates only). 


Low charging height — only 712 to 912 
feet, depending on bin capacity. 


22 or 44 cu. ft. trolley batcher, equip- 
ped with up to 4 precision weigh-beams, 
Moved by hand-crank, or power-driven. 


< 


Batcher travels under bin gates — suc- 
cessively weighs up each material. 


Note new power-drive arrangement 
with electric motor, shown here at 
right end of batcher. This is now 
available as optional equipment on 
all Johnson Lo-Bin batchers. 


It’s cantilevered — rides out beyond 
end of track — discharges batch onto 
conveyor, or directly into mixer skip. 


With batcher and legs removed, Lo-Bin 
can be carried on standard dump truck. 


Also can be moved without dismantling 
— wheels, tires and tow-bar optional. 





c. s. JOHNSON CO., cHameaicn, i. 


Send us specs. price information on 


NAME . 
COMPANY 
STREET .. 
CITY, STATE _ 


CONCRETE PLANTS «+ BINS {* BATCHERS + 


8-ton 


Koehring 
Subsidiary) 


20-ton 30-ton 40-ton Lo-Bin 


TITLE 


V4BW AL 


“i 


BUCKETS 


ELEVATORS + SHLOS «+ 


Circle No. 47 on Coupon, page 80. 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 
1 Time —25e¢ per word for each insertion. 
Minimum charge of $1.25 per line. 
3 Times—20c per word for each consecutive 
insertion. Minimum charge of $1.00 
per line. 
Add $1.50 per insertion for blind ads bearing 
box number. 
No agency commission or cash discount al- 
lowed. 
All ads for classified section must be in 
Publisher's office 14 days preceding date of 
publication. Advertisements are set in uniform 
6 point style. No cuts or special borders al- 
lowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, IIl. 





HELP WANTED 





Wanted: Assistant Manager and Salesman for 
Independent yard, town of 5,000, central Iowa, 
ten employees. State age and qualifications 
first letter. Address Box S-53, American Lum- 
berman, Inc. 


OPPORTUNITIES UNLIMITED 


We need men who are experienced retail yard 
managers. South Florida is experiencing tre- 
mendous growth which necessitates the ex- 
pansion of our operation. 

You can enjoy the benefits of working for a 
well established company with unlimited pro- 
motional opportunities and the ideal living 
conditions of South Florida. Write in complete 
details outlining your experience in the lumber 
business and personal background enclosing 
a recent photograph and mail to Box No. S-58, 
American Lumberman, Inc. 


Wanted: 


Manager for Mill Manufacturing Mouldings 
and Interior Trim in Wisconsin. Must be ex- 
perienced and aggressive. 


Good salary with percentage of profits. 
Address: Box S-60, American Lumberman, Inc. 


Wanted: 


Assistant Manager for Retail Lumber Yard in 
Southern Wisconsin, must be experienced and 
capable. Six to eight employees. Able to take 
off list from Blue Pints. 

Address: Box S-61, American Lumberman, Inc. 





SUramic, the NEWEST and HOTTEST 


to hit the asbestos, yes—asbestos siding mar- 
ket requires « issi sal calling on 
the re-siding trade to set up franchises in 
several open territories. Write promptly, list- 
ing experience, other lines carried and area 
regularly traveled to Box T-20 American Lum- 
berman, Inc. 








Wanted: Manager for good eastern Iowa 
County seat line-yard operation. Salary plus 
commission. Group Insurance and Pension 
plan. Give age and experience. Address Box 
-21 American Lumberman, Inc. 


MILLWORK FOREMAN 


Experienced in Detailing Architectural and 
Custom Millwork. Good expediter. For medium 
size mill in connection with large lumber yard. 
Permanent position with 50 year old firm. Lo- 
eated in large mid-western city. All replies 
strictly confidential. Give brief resume of ex- 
perience, salary desired, etc. Address Box 
T-22 American Lumberman, Inc. 





Salesmanager for retail lumber yard in Central 

with new modern merchandising 
store and showroom. Must be experienced in 
retail lumber sales, advertising, estimating 
aad sales financing. This is a good position 
for @n aggressive man—good salary plus in- 
centive bonus plan. Address Box T-23 Amer- 
ican Lumberman, Inc. 
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HELP WANTED 


SITUATIONS WANTED 





DISTRICT SALES MANAGER, position open for 
qualified experienced lumberman with large 
West Coast lumber manufacturer. Prefer col- 
lege graduate, age 35/45, sales experience 
with administrative ability, willing to do ne- 
cessary traveling in territory consisting all 
Northeastern states with headquarters in New 
York. Liberal compensation. Write qualifica- 
tions first letter to Box T-24 American Lumber- 
man, Inc. 


LUMBER SALESMAN 

Well known West Coast Lumber Wholesaler 
desires experienced carload salesman familiar 
with Greater Cleveland and northeastern Ohio 
area. Salary and expenses. Provide full quali- 
fications. Reply to Box T-25 American Lumber- 
man, Inc. 





Manager wanted to take full responsibility for 
purchasing, selling, collections and personnel. 
Two Yards located in Northwestern Pennsyl- 
vania. Will discuss salary or salary and bonus 
proposition. State qualifications, experience 
and references. Applicant must be prepared to 
move to location. Wonderful opportunity for 
right man. Reply Box T-26 American Lumber- 
man, Inc. 





RETAIL LUMBERMAN 


Line yard operator has managerial job in 
prosperous town for aggressive young man 
with good background in retail lumber busi- 
ness. Applications solicited from those who 
have had successful record as manager or 
assistant manager of retail yard. Address Box 
T-27 American Lumberman, Inc. 


MILLWORK 


1 Head of Detailing & Billing Department 
1 Detailer & Biller 
1 Estimator 





Applicant must be competent, dependable and 
experienced in architectural millwork for 
schools, hospitals, churches, public and office 
buildings. Permanent position, excellent work- 
ing conditions, and air-conditioned offices. 
Excellent opportunity with a large and old 
established manufacturer (since 1907). State 
experience, availability, salary, age. etc. Age 
is no barrier if in good health. All replies held 
in strict confidence. 


The Kaaz Woodwork Co., Inc. 
Leavenworth, Kansas 





ARCHITECT OR RESIDENTIAL DESIGNER 
RESIDENTIAL SALESMAN 
Opportunities in growing. 
diversified, well estab- 

lished organization. 


ARCHITECT OR RESIDENTIAL DESIGNER 
23 to 35 years old. Several years 
experience in designing homes. 
Knowledge of construction prac- 
tices and estimating. Ability to 
meet customers and assist in sell- 
ing desirable. 


RESIDENTIAL SALESMAN: 25 to 38 years 
old with architectural training. Experience 
in developing sales of medium priced cus- 
tom built homes. Knowledge of construc- 
tion practices, design trends, construction 
costs. 


WRITE GIVING FACTS: 
Personal History & Schooling 
Experience, present salary 
Reason for Change 
Your interests & objectives 
References 

After review, will arrange for an 

interview. 

Salary based on ability. 


ADDRESS: 
E. EVANS DUNLAP, V. Pres. 
DUNLAP AND COMPANY, INC. 
COLUMBUS, INDIANA 





ASSISTANT OFFICE MANAGER 


One largest building supply & lumber yards 
West Coast Florida needs assistant to Office 
Manager. Must have retail, lumber and build- 
ing supply experience. Man or woman. Ad- 
dress Box T-28 American Lumberman, Inc. 








Applications being accepted for salesmen by 
one of largest building supply and lumber 
yards on West Coast Florida. Preference will 
be given to former yard line managers. Salary 
and liberal share of profits. Good men should 
earn in excess $600.00 month. Write Box T-29 
American Lumberman, Inc. 


Wholesale Building Material representative 
in early thirties, married with family. Eight 
years experience in selling a complete line of 
building material products. Desires a selling 
position with a building material manufac- 
eaee Address Box T-30 American Lumberman, 
nc, 





BOOKKEEPER 


Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Fa- 
miliar lumber terms. Been self employed for 
some time. Desire otherwise. Address Box T-31 
American Lumberman, Inc. 





Competent executive selling Midwest interests 
to move to warmer climate anywhere. Seeks 
position as president or general manager of 
yard selling to contractors and/or retail con- 
sumers. Took last yard from $300,000 to profit- 
able $900,000 in seven years, including all 
types of sales. Will invest up to $25,000 if 
desirable. Will travel for personal interview. 
Address Box T-32 American Lumberman, Inc. 





Manager: Family man, age 28, seven years 
experience in independent and lineyard man- 
agement. Can handle responsibility and make 
profit. Prefer Ohio or Indiana. Address Box 
T-33 American Lumberman, Inc. 





Experienced Lumberman available. 37 years 
old. Retail or wholesale. Well versed in build- 
ing supply operations, managerial, purchas- 
ing. sales, credit, loans. Can furnish excel- 
lent references. Will locate any place with 
future. Address Box T-34 American Lumber- 
man, Inc. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 





STEEL RAILS 


16#, 20H, 25H. WH. 35H. 404% and heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





BUSINESSES WANTED 





WANTED TO PURCHASE OR LEASE 
Lumber or Building Supply Yard in town of 
approximately 1000 or more population. and 
with sales of at least $150,000. G. E. Morton, 
Rock City, Ill. 





SALES REPRESENTATIVES 
WANTED 





We are seeking FACTORY REPRESENTATIVES 
for our Flextrip design-patented Aluminum 
Horizontal Sliding Primary Windows for new 
construction. We are an old and honored name 
in windows and enjoy excellent reception. Our 
roduct backed by solid national advertising. 
Eacles territories still open. Storm King Cor- 
poration, 505 E. Pearl Street. Miamisburg, 
Ohio. Telephone 6-2471. 





Well established Michigan concern manufac- 
turing a complete line of sliding door track 
and hardware, seeking repesentation in North- 
east and Central States. all inquirers confi- 


_ dential. Address: Box S-55, American Lumber- 


man, Inc. 





Manufacturers Representatives wanted by 
Michigan concern to sell patented removable 
weatherstrips along with complete line of other 
types. Choice territories are now open, when 
answering please state qualifications and 
products you are now selling. 
Reply to: Michigan Moulding Company 
12981 Capital Ave. .... 
Oak Park 37, Michigan 
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SALES REPRESENTATIVES 
WANTED 


LUMBER & DIMENSION 
FOR SALE 





Manufacturers’ Representatives—We are old, 
well established door lock manufacturers ex- 
panding our line and sales organization. A 
few territories are being made available on 
commission basis for capable sales repre- 
sentatives selling to lumber, building material 
and hardwae trade. Mention lines carried, 
territory covered. Our men know of this ad. 
Address Box S-62, American Lumberman, Inc. 





Producer of quality Hardwood Pallets, skids 
and platforms since 1941 wishes sales repre- 
sentation Louisville, Ky., Cincinnati, Ohio, 
southern Ohio and Indiana. Corinth Hard- 
wood Co., Bristol, Tenn. 





ATTENTION 
MR. TILEBOARD WHOLESALER! 

Here’s the opportunity of a Lifetime! We are 
currently setting up distributorships through- 
out the U.S.A. to handle our brand-new top- 
quality Colored Tileboard, and at a price that 
lets you earn an attractive profit—ONLY 163,¢ 
FT.—in any color combinations. Write today 
for samples and literature. Box T-35 American 
Lumberman, Inc. 


MANUFACTURERS AGENT 


Manufacturers Representatives with estab- 
lished trade among retail lumber companies, 
building supply firms, hardware stores, etc., 
to represent 50 year old leading manufacturer 
of ladders and redwood furniture. Exclusive 
territories. Liberal commission arrangement. 
Inquire Box T-36 American Lumberman, Inc. 





MISCELLANEOUS WANTED 





WANTED—Sawdust kiln dried—car or truck 
loads. 


WOOD PRODUCTS COMPANY 


421 Phillips Ave. 
Toledo 12, Ohio 





SALES REPRESENTATIVES 
AVAILABLE 





Established representative selling millwork 
and building materials jobbers in East Coast 
area from Washington, b- C. to New England 
desires additional volume items. Address Box 
T-37 American Lumberman, Inc. 


QUALIFIED salesman with good finances 
wishes to make straight commission deal with 
reliable lumber mill. Address Box 973, New 
Iberia, La. 


COMING TO CHICAGO? 


Let's get acquainted. Have sold Lumber Yards 
thru Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43 — R. T. Hosking. 





BUSINESS OPPORTUNITIES 





FOR SALE 
STUD MILL 
PLANING MILL 
DOUGLAS FIR OPERATION 


Located in Douglas County Oregon — Thirty 
Five acres of land—Four acres of Pond—On 
main highway—Southern Pacific rail facilities 
—Plenty of logs available on the open market 
in any quantity desired—Plenty of timber 
available—This is a going proposition and we 
have a valid reason for selling. This mill is 
priced right and can be bought on reason- 
able terms to responsible party. Address Box 
T-38 American Lumberman, Inc. 


BUILDING PRODUCTS MERCHANDISER 


FOR SALE: North Carolina White Pine. Rough, 

surfaced or S2S&R/S. Quality Hardwood Pal- 

— Corinth Hardwood Co., Box 581-A, Bristol, 
enn. 





BUSINESSES FOR SALE 





Business For Sale 


Retail Lumber, Hardware and Paint Store in 
Southern California near Los Angeles in a 
rowing prosperous community, a good spot 
or “Do It Yourself’ business. Owner wishes 
to retire. Address Box S-57 American Lumber- 
man, Inc. 


FOR SALE OR LEASE 


Scharbach Lumber Co., Hobart, Lake Co., Ind. 
In continuous operation since 1892. New large 
modern display room. Ample sheds and land 
for large volume. Located 3 blocks from main 
corner in town, one block off State Hi-Way 51. 
Ample parking space. Will sell outright or 
lease with option to buy. This is an oppor- 
tunity to get into the lumber and building 
material business if you have money for in- 
ventory and operating capital. We have every- 
thing else you need including trucks, complete 
office equipment, DeWalt Saw, etc. Hobart is 
a fast growing residential community and you 
have a trading area within 7 miles of 40,000 
people. Inspection and interview arranged by 
telephone or letter only. Contact Elmer Schar- 
bee via Phone Person to Person at Hobart 15 
or 184. Mail P. O. Box 66 Hobart. Owner de- 
sires to retire. 





For Sale: To settle estate 


Old established lumber yard 

Central Western New York 

Fine farming Community 

Must be seen to be appreciated 

Excellent opportunity for live wire. 

Address Box S-64, American Lumberman, Inc. 


For Sale: Retail Lumber Yard located in North- 
ern Arizona on railroad lease, with spur track. 
Buildings, inventory and equipment. Situated 
at Railhead to Glenn Canyon Dam. Address 
Box T-39 American Lumberman, Inc. 


Two profitable retail building material yards, 
central Iowa, one yard towns of 1000 popula- 
tion each. Good building and equipment, 
located on main street. Owner has to sell on 
account of health. Address Box T-40 American 
Lumberman, Inc. 





Retail Lumber and Building Materials yard. 
Located on B&O R.R. Ill health reason for 
sale. L, F. Murrey Lumber Co., New Concord, 
Ohio. 


For Sale—Lumber Yard in Eastern Indiana 
City. due to death of owner. Sales average 
$125,000. Can be increased. Address Box S-49 
American Lumberman, Inc. 


Builders Supply coal and paint business 
$200,000 annual volume. Can be increased 
Best 4000 town in state of Michigan. One of 
best looking yards anywhere. Excellent profit. 
$40,000 will handle. Reason other interests. 
Address Box T-41 American Lumberman, Inc. 





USED MACHINERY FOR SALE 





Onsrud Single Speed Shaper Type W-200— 
5-4716 Encased Motor 71/, H.P. $800.00 


8°’ Hermance Sticker 15 H.P. Globe Electric 
1750 RPM, miscellaneous knives for sticker 
$525.00 


Hermance Rip Saw +333—15 HP. 3600 RPM 
Line Start Ind. Motor $1450.00 


24°" Newman Planer +600—5 H.P. Motor Shell 
Type Motor 3600 RPM $875.00 


3 Drum Sander Berlin Machine Royal 
Invincible #12972 with motors 
Call Mr. Vance, Chicago Fire Brick Co., 1467 
Elston, Chicago. Tel. Brunswick 8-8000. 


$400.00 


USED MACHINERY FOR SALE 





FOR SALE 

1 D-4 Caterpillar-Wide Gauge-with Winch 
1 D-4 Caterpillar-Narrow Gauge-with Winch 
1A.C.—W.D.—z# 
1 Case Crane Tractor 
1 Brockway Truck—Model-142 W 
1 Newman Planer—7501 & Matcher 
1 Tandron International Truck 
1 Caterpillar D-8800-Power Unit 
1 Caterpillar Power Unit-D-13,000 
1 Caterpillar Power Unit-D-13,000 
1 Oliver D-88 Wheel Tractor 
1 International Wheel Tractor 

Burton & Hanlon, Inc. 

South Boston, Virginia 

FOR SALE 
TIMBER, RIPPING AND SURFACING UNIT 
Band Saw 64°’ Wheels, 8°’ Saws, Knight 
Carriage. 4 blocks, 36’ long. 
No. 1 Boss Timber Surfacer, size 30x16. 
Complete with blowers, track and rolls. 
Come and see this unit in operation. 
1 Berlin £341 Band Resaw 54°’ Wheels. 
Bishop Lumber Co. 
2315 N. Elston, Chicago, IIl. 


> 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 


FOR SALE—SPRINKLING SYSTEM 


Now installed in building about 8,000 sq. ft. 
Dry system. Complete with compression pump 
and valves. Good condition. Recently insur- 
ance inspected. Selling on account of dismant- 
ling building. If interested come here and 
inspect the equipment. 

Bishop Lumber Co., 2315 N. Elston Ave., 
Chicago, Illinois. 





Cedar shingles can be made up into orders 
in the following sizes from 1/2 to 1/4 butts up te 
26" long. H. G. Browning. Garnet, Michigan. 


FOR SALE—OFFICE EQUIPMENT 
1 Burroughs Moon Hopkins billing machine 
for making invoices and estimates. 
2 Elliott Card advertiser, print postal cards 
3 Addressograph and 10,000 plates 
4 2 Kardexes-14 drawers—cards 3x5 


Bishop Lumber Co. 
2315 N. Elston, Chicago, Ill. 





HELP YOUR HEART FUND 


HELP YOUR HEART 











COLORS 
USE TO MATCH Welcome to our 


OKOMO | Srcruaes || Booths 234 & 235 
ASBESTOS SIDING | | at the Illinois Lumber & 
ORN ERS oo Building Materials Association 


for ASBESTOS SIDING ners 
LAP OR BEVEL SIDING ne 67th Annual Convention 
en r 1 | 


e WOOD SHINGLE SHAKES talis, Samples and 
PLYWOOD OR HARDBOARD spe Hotel Sherman, February 12-13-14 


BUGHER MFG. CO. KOCHTON PLYWOOD & VENEER CO., INC. 


301 E. Lincoln Road, Kokomo, Ind. 


Circle No. 71 on Coupon, page 80. | Circle No. 72 on Coupon, page 80. 


SELF SERVICE 
INCREASES SALES 
Price mark all items to 


help your customers help 

(Low Priced) themselves. The Univer- DISPLAY TICKETS 

: ; ; sal Price Marking System MOULDING TICKETS 
Uses portable saw in rolling carriage. is the only system that SPECIAL SALES CARDS 
For cut off of 48 wide panels. Also TIps has price tickets numer- BIN TICKETS 

and bevels. For vertical or horizontal ically arranged in handy 

use. Write for free literature. cociitabiie take fore. 























Manutactured by Write for free samples and price list. 














Marvin W. Coleman 


23575 Brest Rd., Taylor Center, Mich. UNIVERSAL PRICE MARKING SYSTEM 


401 Washington Avenue South ¢ Minneapolis 15, Minnesota 

















Circle No. 74 on Coupon, page 80. 


Circle No. 73 on Coupon, page 80. 
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STAR OAK FLOORING 


gives you these wanted features 


EASY TO LAY 
GOOD PROFIT FOR YOU 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
able beauty of Padgett-Smith Oak 
Flooring. The result is more satisfied 
customers, more sales, and profit for you. 
Representatives in most states, Write or phone for particulars. 


BUILDING PRODUCTS MERCHANDISER 


COLOR AND GRAIN 
UNIFORMITY 


EXCELLENT 
MILLWORK 


2 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


< 


NOFMA 
GRADED 


THOROUGHLY SEASONED 
IN MODERN KILNS 


DIRECT 

VAN DELIVERY 

Within 600 mile radius 
Trailer loads or split loads are 
delivered at carload prices. 
Coast-to-coast rail shipments. 


Phone 31 
Mountain View, Mo. 


COMPANY 


Circle No. 50 on Coupon, page 80 








NEW PRODUCTS 


(begins on page 60) 





New Aluminum Window 

The Per-Fit double hung series 120 
aluminum window features rugged con- 
struction and a new type of eye-ap- 
pealing, positive action lock. The new 
window incorporates multi-contact wool 
pile weatherstripping, snap-on trim, 
vinyl glazing and other features. Per- 
Fit Products Div., Spickelmier Co., 
Dept. AL, 1200 E. 52nd, Indianapolis, 
Ind. 


Circle No. 246 on Coupon, page 80. 


Sash and Dura-seal Snap-Clip 

A new development of Zegers Dura- 
seal combination metal weatherstrip 
and sash balance window equipment 
provides the assurance of complete 
weather protection and easy window 
operation. The removal or replacement 
of sash, weatherstrip and balance can 
be accomplished any time during 
home construction. Snap-Clip is pre- 
installed top and bottom on both sides 
of the window frames. The entire unit 
can be snapped in or snapped out in 
one simple operation. It also provides 
position clearance for installing inside 
stops. Zegers, Inc., Dept. AL, 8090 S. 
Chicago Ave., Chicago 17, IIl. 


Circle No. 247 on Coupon, page 80. 


Hardware in Brass Finish 
Heavily brass plated, new K-V 80 
shelf standards and K-V brackets are 
lacquered for lasting brilliance. This 
new open wall adjustable shelf hard- 
ware is designed for quick-and-easy 
installation of shelving of any length 
and any material. Boltless brackets 


82 





fasten to the standards with a unique 
patented friction grip, which assures 
a firm and square hold. K-V 80 stand- 
ards come in 3’, 4’, 5’ and 6’ lengths; 
the brackets in 6”, 8”, 10” and 12” 
lengths. Knape & Vogt Mfg. Co., Dept. 
AL, 658 Richmond, N.W., Grand Rap- 
ids 4, Mich. 


Circle No. 248 on Coupon, page 80. 
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Budget-Priced Portable Saw 


A new 6%” portable electric saw in- 
corporates many features of higher- 
priced models, manufacturer says. All 
possible cuts, including compound mi- 
ters, bevels cuts from 0° to 45°, and 
pocket cuts are easily handled with 
the new 160, it is said. Calibrated 
quadrant is said to make settings for 
angles quick and positive. Equipped 
with 6” abrasive blades, the 160 will 
easily cut compositions, metals, stone 
and other tough materials. The Porter- 
Cable 160 saw is also available in kit 
form. This includes the 6%” saw, a 
rip guide and carrying case. Porter- 
Cable Machine Co., Dept. AL, 96 Ex- 
change St., Syracuse 8, N. Y. 


Cirele No, 249 on Coupon, page 80. 


Packaged Aluminum Awnings 

In cooperation with the nationwide 
OHI program and in anticipation of a 
$400 million business in 1957 for the 


mushrooming aluminum awning in- 
dustry, the manufacturer is offering a 
new packaged line of aluminum awn- 
ings for the do-it-yourselfer. Designed 
as a do-it-yourself kit, Sheraton will 
be shipped in stock sizes and comes in 
a selection of 18 House and Garden 
decorator colors. Several models are 
included in the Sheraton line. Arrow 
Metal Products Corp., Dept. AL, Third 
Ave., Haskell, N. J. 


Circle No. 250 on Coupon, page 80. 


New File for Blueprints 


The new Multiroll, Jr. is designed 
to be attached under the drafting 
board where the draftsman can easily 
and conveniently file material while 
working at the board. Multiroll, Jr. 
will be packaged and sold in kits of 
two. Each of the two units contains 
eight individual tubes of 1%” inside 
diameter, 36” long, encased in a rein- 
forced corrugated board container and 
secured to produce a unitized assembly 
of surpising strength. Four metal 
brackets for mounting under board 
furnished in kit. Roll & File Systems, 
Inc., Dept. AL, P. O. Box 3863, De- 
troit 5, Mich. 


Circle No. 251 on Coupon, page 80. 


Redesigned Damper Line 


One of the most readily notable 
changes in the newly redesigned line 
of steel fireplace dampers is a friction 
device on the operating or blade con- 
trol arm. Designed to hold the damper 
valve in any position of the opening 
arc, the new control arm, according to 
Majestic, was adopted to eliminate the 
possibility of “chattering” or leakage 
of the valve under strong draft condi- 
tions. Nine models are included in the 
line, for opening widths from 24” to 
60”. Front lintel width has been stand- 
ardized at a full 2” on all models. The 
Majestic Co., Inc., Dept. AL, Hunting- 
ton, Ind. 

Cirele No. 252 on Coupon, page 80. 
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Straight as 
a plumb line! 


That’s why Milcor Super-Ex means 
more sales, more profits for you! 


There’s a super-demand for Super-Ex Corner Bead. That’s because 
there is no other corner bead like it. 


Milcor Super-Ex combines the rigidity of a solid flange with the 
added plaster reinforcement of an expanded metal wing. This means two big 
advantages no other single bead can offer: 


1. Straight as a plumb line, Super-Ex needs little or no aligning, even on 
irregular surfaces. Result: Lower installation costs. 


2 Super-Ex permits a greater depth of plaster right up to the bead. 
Result: Extra corner protection against shock. 


Include Milcor Super-Ex in your stock — and let the complete Milcor line 
of metal lath products build your sales volume. 


Write for Catalog 254 and dealer price list. 
CORNER BEADS 
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INLAND STEEL PRODUCTS COMPANY 


Dept. N. 4029 W. Burnham St. © Milwaukee 1, Wis. 
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Special 
DOLLAR 


Write today for details ona 


PROVEN PROMOTION THAT’S A REAL MONEY-MAKER 


Your customers get the 
second dollar’s worth free. 
They send the coupons to 
Chicopee ... You get the profits! 


For further information, write to oo 
CHICOPEE MIS FIBERGLAS 


Lumite Division, 


47 Worth Street, 
ee ren EENING 


*T.M.O.C. F. Corp. 


Circle No. 51 on Coupon, page 80. 





